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States Rebel 
At Auto Prices 


‘Lets Be Ready for Better 


Denver Colorado's — state 
government has suspended buy- 
ing new cars until November 
after notification from auto deal- 


ers that there will be no more 
factory discounts for state pur- 
chases. 

“The big three” auto makers 


can expect other similar protests 


from governmental purchasers} 


P.A.’s Tell Purchasing Week Their Inventory Status 


DECREASING 


over their recent decision to dis- 
continue subsidies on fleet sales 


Of those | increasing 


Of those decreasing 


to states, counties, and munici- This % says 
palities. 

Sore point of the new policy 
established by General Motors, 


as, 


Chrysler, and Ford is that it ex- 
cepts sales to federal agencies 
and fleet sales to large private 
concerns (P.W., June 16, p. 1). 

Although many Colorado 
State departments need new cars 
now, the state has decided to 
delay to see if the auto industry 
will change its mind. 

State purch: asing agent Lacy L. 
Wilkinson explained that a 1955 


29.1 
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upturn in sales 


This is cause This % Says 


seasonal 


other 
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(Continued on page 22 t 


Trend will last 


ay 


Business. 


Industrial Buyers Take 
That Attitude in Survey 
On Inventory Policies 


New York—Inventory policies 
appear to have taken on a “let’s 
be ready for better business 
look”, a PURCHASING WEEK sur- 
vey of industrial buyers showed 
today. 

Nearly three-fourths of the 
purchasing executives queried in 
a cross-country poll indicated 
they are out of the inventory 


reduction stage. And most of 
those who said they are now 
building up inventory of goods 


and materials utilized in manu- 
facture of their firms’ products 
credited a general sales upturn 
due to other than seasonal fac- 
tors. 

On the whole, however, sales 
forecasts and current order 
books are the main factors gov- 
erning present inventory levels, 
the purchasing agents declared. 

(Continued on page 21) 


U.S. Dedicates Segment 
Of St. Lawrence Seaway 


Aids for 


Washington 


Massena, N. Y.—The 
can portion of The St. Lawrence 
Seaway, a ten-mile stretch of 
channel for 14-ft. draft shipping, 


Ameri- 


Senate to Vote 


Mining 


— The Senate 


probably will vote a package of 


iS open for navi: ition. ia eran Sevgnee = — 
ef domestic mining industries. 

Crowds jammed the St. Law- Interior Secretary Fred A. 

rence Valley to witness the open-] Seaton has been — cooperating 

ing last week. Parades, ceremo- closely with Chairman James 


nies, and gala festivities here and 


across the river at Cornwall.| Interior Committee in 
Ont., were staged to mark the 
historic event. mining-state 

The U. S. seaway facilities are} White House. 


( Continued on page 21) 


senators 


(Continued on page 


Murray (D-Mont.) of the Senate 


working 


out a compromise acceptable to 


and the 


21) 


——— This Week’s 


Purchasing 
Perspective 


JULY 7-13 


Inventory cutting is still a popular pastime, but the percent- 
ages appear to be swinging in favor of more spritely buying. 
The key policy of the moment is to keep in close harmony with 


nevertheless, 
has become clearly evident (see Inventories, 


sales; 


a tendency to allow inventories to fatten a bit 
page 


1). 


Optimism can be just as catching as the flu, and there’s plenty 
of good hope and cheer around these days despite the fact that 


the normal seasonal hot weather doldrums are due. 


A well-padded 


inventory now may be just the nourishment needed to meet the 


“strain” increase in new orders. 


of any 


Even segments of the price-conscious, wage-cost weary steel 


industry are showing some signs of cheer. 


The top Chicago steel sales executives told PURCHASING WEEK 


that it looks like July will be a little better, saleswise, 


anticipated earlier. July will, of course, 


than they 


be considerably below 


last year’s steel production level, and it may even be the slowest 


month of the year so far; but the outlook 


One steel sales 


is definitely 
than expected with price hedge buying a conside 


rosier 
red factor. 


chief said the order volume day-by-day for his 


district is “excellent”, although little is for delivery in Detroit. 
Making an especially good show is the farm equipment industry 


which is apparently experiencing less than the 
normal for this time of the year. 
(Continued on page 21) 


usual letdown 


Tariff Reductions 
On General Imports 
Go into Effect 


Washington—The last of the 
tariff reductions negotiated on 
general imports under the 1955 
Reciprocal Trade Agreements 
Act extension went into effect 
last week. They are routine 5% 
cuts, the final drop in the total 
1S“ reductions negotiated over 
the past three years. 

Over 1,000 items are on the 
reduced duty list, including auto- 
mobiles and whiskey. Others are 
some basic chemicals and ferro- 


alloys including aluminum, moly- 
bdenum, and some steel forms 
in the industrial goods class, 
and a larger number of mis- 
cellaneous manufactured prod- 
ucts. The cuts lower the aver- 


age U. S. tariff by less than 1% 


considerably 


Saskatoon, Sask.—The first 
piece of potash ever mined in 
Canada has been brought to the 
surface from the 3,300-ft. level at 
a drilling site near here. It repre- 
sented the culmination of a $20- 
million investment and years of 
exploration by the American 
Potash Co. 

R. G. Haworth, vice president 
in charge of production, said the 
piece of potash heralded a new 
era for North American industry. 


New Titanium Alloys Hit Market 


Pittsburgh—The present bleak outlook for titanium brightened 
with Crucible Steel Co. of 


America’s announcement 


of three new titanium alloys: BIZ0VCA, CIOSVA, and C115- 

AMoV. The new alloys offer a 
: . combination of properties for- 
First Canadian Potash merly monopolized by _ steel 
Mined in Saskatchewan |Crucible officials say they will 


considerably speed further devel- 
opment of titanium applications. 

Key feature of the new alloys 
is their ability to be formed and 
heat aged. Crucible calls them 
formageable alloys. 

Until now most titanium alloys 
were used in the annealed state. 
Strengths were adequate for ex- 
isting applications. But new steels 
were developed that outperform 
the older titanium alloys in cer- 
tain applications. Demands were 

(Continued on page 21) 


LAMAR LEE JR. 
Management, 


is Assistant Professor of Business 
Graduate School of Business, 
University, Palo Alto, Calif. See biography p. 6. 


ing? I think | 
teaching a 


A year 


questionnaire, 


Last 


thought should 


Stanford 


graduate 
purchasing executives of 50 California firms. 
later 
cated that I was on the right track. Replying to a 


What Colleges Should Teach About Purchasing 


BY LAMAR LEE, JR. 


What should a university teach about purchas- 


before I started 
interviewed the 


because 
course, | 


know 


comments from the class indi- 


51 of 52 students replied em- 
phatically that the course had developed an in- 
terest in purchasing they did not previously have. 
summer 
teach the purchasing course in Stanford’s Grad- 
uate School of Business. 
inal goals was to find out what purchasing men 


I received my appointment to 


One of my many orig- 


be taught. To this end, | spent 


200 hours interviewing and traveling. 
These interviews explored two points: 
1. What the 

should be emphasized in our course. 

2. Answers to pertinent purchasing questions 
asked previously in the spring quarter by students 
in industrial management. 

Both parts of the interview centered around 

(Continued on page 6) 
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Purchasing Week Industrial Materials Price Barometer 


————————- (Based on !7 Basic Materials) January 1957=I100 — — | latest Week Year 
| | Week Ago Ago 
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This index was designed by the McGraw-Hill De- material prices. The index is not intended to give current general market trend in sensitive indus- 
partment of Economics to serve as an overall sensi- price movements of specific commodities. The items trials. Weekly prices for most of the items covered 
tive barometer of movements in industrial raw are important only in that, together, they reflect the are published in ‘Commodity Prices’ below. 
° / 
This Week’s 
p Dp This Week's C dity Pri 
rice erspective METALS Year % Yrly 
July 2 June 25 Ago Chg. 
JULY 7 13 Pig iron, Bessemer, Pitts., gross ton 67.00 67.00 65.90 2.3 
” Pig iron, #2 foundry, Nev. Is.. Pa.. gross ton 66.00 66.00 64.50 2.3 
Steel, billets, Pitts. net ton 77.50 7.00 77.00 0 
. . — ; Steel. structural shapes, Pitts., cwt 5.275 5.275 5.275 () 
y € ‘ y € 1 » ‘ ‘ » « vi r ¢ » af - ea sn a “ os - 
July is always a good time to stop and take a second look at beginning-of Steel, structural shapes, Los Angeles, cwt | 975 3.975 70 1.8 
the-year predictions. . iy aie steals e 
, Steel, bars, del., Phila., ewt 5.725 9.725 9.305 ».7 
| We were doing just that the other day, partly, we confess, out of good old Steel, bars, Pitts., ewt 9.425 9.429 429 = 
fashioned curiosity. But also because we wanted to see how well we were Steel, plates, Chicago, cwt Mae ee Pr 3 
: - nal scr: , -aAVY >]. itts.. o.000 bDaal YB ) 
calling our shots. Steel crap, #1 he avy; del Pitt gross ton = ne + ~ 
mt Steel scrap, #1 heavy, del. Cleve., gross ton 53M 33, 1.5 9.9 
Basically our record was pretty good. Steel scrap, #1 heavy. del. Chicago, gross ton 39.0) rr “> a 
But that’s not to say we hit everything right smack on the head. \luminum, pig, Ib , . a N \ oo 
We didn't. F wee. le ; did ie ann the then te the & ar ; Secondary aluminum, #380 Ib 212 212 «A A. 
e didn't. For example, we didn't see the rise in the cost of living. But we Copper, electrolytic, wire bars, refinery, Ib 247 247 288 1.2 
can take some comfort in noting that it was primarily due to a late winter Copper scrap, #2, smelters price, lb 205 205 ss : D 
. ; ; a ’ ’ 4 5 5 7.9 
freeze, and we don't claim to be weather forecasters. Lead, common, N.Y., lb —_ - 
; io a ‘ itekel elec tHe e 7 ri 4 () 
However, we're not here to ‘blow our horn.” So we'll get on—and give Nickel, electrolytic, producers, lb . . nf " 
a P gests . hei Nickel, electrolytic, dealers, lb il if 1.05 ) 
you a bird's-eye view how the second half “58 now seems to be shaping up. Tin. Straits, N.Y.. lb IAB O18 079 5.2 
Zine, Prime West, East St. Louis, lb 10 10) 10 () 
- ” s 
FUELS 
Primary spot prices—After a sharp 18 month tumble (see P.W. price bar- Fuel oil #6 or Bunker C, Gulf, bbl “rts +t = th -) 
nae s nf | : ; ee eet goes ba Fuel oil #6 or Bunker C, N.Y. barge, bbl 2.57 2.0 10 17.1 
ometer above), these sensitive tags are showing signs of stabilizing. Heavy fuel, PS 400, Los Angeles, rack, bbl 2.50 2.50 2.85 12.3 
In the past month or so firming metal tags have actually pushed the index LP-Gas, Propane, Okla. tank cars, gai a mt nated 14.3 
somewhat above early May lows. Gasoline, 91 oct. reg, Chicago, tank car, 0 125 ao } 3.9 
= 4 E RB. ™ ‘ G: > M4 > wid ¥ f yeles, rack, a 10 105 6 22. 
There may be some minor set backs this summer, reflecting the usual low Gasoline, 84 oct. reg, Los Angeles, rack, g 575. 535, 6.05 ) 
- , ‘ Coal, bituminous, slack, ton 9.79 79 6.05 y.( 
demand as factories shut down for vacations. Coke. Connellsville, furnace, ton 15.25 15.25 15.25 0 
But look for the firming trend to pick up again this Fall as industrial output CHEMICALS 
starts the long trek up again. Ammonia, anhydrous, refrigeration, tanks, 90.50 905K 50 9 
: , , — peaacinetag, Aenvenae: be s ‘ pa 36 () 
However, don’t expect any quick rise. Supplies in almost every key line are Benzene, petroleum, tanks, Houston, gal = * 
" , , ; : Caustic soda, 76% solid, drums, carlots, ewt 1.80 1.80 1.30 11.6 
more than ample. Besides, the demand pick up will be slow and gradual. Coconut oj]. inedible. crude, tanks, N.Y. lb 148 118 123 0,3 
And there will be plenty of ups and downs as the interplay of supply and Glycerin, synthetic, tanks, lb 208 218 28 
demand continue to set the daily price tone. Linseed oil, raw, in drums, carlots, lb 173 ATS los 6.1 
Phthalic anhydride, tanks, Ib 205 2005 205 0 
e * * Polyethylene resin, high pressure molding, carlots, lb 325 325 35 7.2 
. ; : eT , ; Rosin, W.G. grade, carlots, f.o.b. N.Y. ewt 9.70 9.70 9.05 7.2 
Industrial wholesale prices—General stickiness in overall price levels will Shellac, T.N., N.Y. Ib 7 7 34 8 
continue. There may be some fractional easing in industrial averages this sum- Soda ash. 58%. light, carlots, ewt 1.55 1.55 1.55 0 
mer, as cuts in basic raw materials made earlier this year filter through. But Sulfur, crude, bulk, long ton 23.50 23.50) 26.50 11.3 
. ; : ah : rie 2 . ren ‘ s 9 30 ) , yy 20 
over the entire economy these reductions will be small, in the order of 2-1 % Sulfuric acid, 66° commercial, tanks, ton on a — tr 
: : i : ‘ ps hegarors ‘4 Tallow. indelible. faney. tank ears. N.Y. Ib 08] 08 Ost > 6, 
However, you can look for a slight firming trend sometime this Fall as busi- Titanium dioxide, anatase, reg. carlots Ib 255 255 55 0 
ness picks up. PAPER 
And by year end price averages should be back close to current levels. Book paper, A grade, Eng finish, Untrimmed, carlots, 
But, remember, average stability doesn’t mean stability for each and every CW 17.00 17.00 16.70) 1.8 
is, ; " ; : - ; x Bond paper. #1 sulfite, water marked, 20 Ib carton Lots. 
item. Slow moving goods, like machine tools and heavy equipment, will still CWT 24.20 24.20 24.20 0 
yre > ye 4 j » P aro: j ’ ° 
present plenty of opportunities for bargains. Chipboard, del. N.Y.. carlots, ton 100.00 100.00 100.00 0 
On the other hand, payroll boosts and increased demand may mean consid- Kraft liner, 42 Ib del. N.Y. ton 127.50 127.50 127.50 a 
erably increases in other lines. Wrapping paper, std, Kraft, basis wt. 50 lb rolls 9.00 9.00 9.25 2 
Gummed sealing tape. #2, 60 Ib basis, 600 ft bundle 6.40 6.40 6.60 30 
. e e BUILDING MATERIALS 
. . . , os Brick, del. N.Y. 1000 11.25 11.25 11.25 () 
Ss » ‘oo _ > : . - “a Gee - > Yr -Areno0 7 ~ — ‘— ig ” 
Con: umer prices Food, the primary culprit in the 3.3% rise over year-ago Cement, Portland. bulk. del. N.Y. bbl 1.26 1.26 1.38 2.7 
levels, will begin to ease off. Glass, window, single B, 40” bracket, box 7.00 7.00 7.09 —1.3 
By Fall, meat prices should be 5-10°¢ lower. Fruits and vegetables could Southern pine lumber, 2x4, 84s, trucklots, fob N.Y. 116.00 116.00 117.00 —.9 
ee oe c Douglas fir lumber, 2x4, 84s, trucklots, fob N.Y. 120.00 120.00 117.00 12.6 
fall as much as 15% 
There may also be some further spotty cuts in some competitive big ticket a age 1”. 100 wa : : ” . 
: ae .  % , urlap, 10 oz, 40”, y 0.20 0.20 0 i 
ons r tines too, s . ‘ e . ° ° * 
consume line . But with profit down and labor costs up it is hard to see Cotton, 1 Middling. N. Y.. Ib. 45 35 <3 1928 
anything more than token declines. Printcloth, 39”, 80x80, N.Y., spot, yd 174 171 178 2.3 
Offsetting these declines will be the continuing rise in services, like recrea- aa ae Yi N.Y., yd 4 a ht = 
: 00 » eee ) i 92° 22 
tion, transportation, and medical expenses. E ‘ ; ) 22. 
These service charges will partially offset the considerable drop in foods, — ee a k lb 13 " 11.0 
mes, cow, £ native, pac ers, Ts) 0 > R 
9 OVEY®’< ms y y P " - 
Kee} -rall consumer prices from dropping more than fraction: lly. Rubber. #1 std ribbed smoked sheets, Ib 27 27 31 18.1 
| ( ] K a ‘ ) eG ea ( | \ < \ \ , 
4 ee eset dea the Aitonrs ee Ke Pook aloe, Bel ‘8 x July 7, 1958 
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“hem. Industry Feels Minor Ills See cues ose ee 
cultural and chemical industries. 
ne 4 : And demand from these sectors 
‘rom Current Business Recession =| oes 
Furthermore, demand for 
Continue to Expand; many other chemicals as well, 


Polyethylene, Polyesters 


Other Products Experiencing Slight Cutbacks 


New York—The chemical in- 
ustry is beginning to feel some 
inor ill effects from the cur- 
‘nt recession. Although certain 
reas, such as polyethylene and 
olyesters continue to expand, 
nost other industrial chemicals 
ire experiencing slight cutbacks 
n both sales and production. 


Fotal Output Begins Drop 


Fotal chemical output, which 
had been holding up rather well 
through January, began to slide 
during the latter half of the first 
quarter (see chart above right). 
Production so far this year is 
running some 3° below 1957. 

Phe chart also shows the con- 
tinued strength of official listed 
chemical prices. Average tags 
ire. running close to 2% above 
last year and have shown little 
sign of any weakness from their 
present record highs. 

Yet current talk of discounts, 
concessions, and other price shav- 
ings cannot be forgotten. Many 
of these cuts are taking the form 
of freight absorbtion, “salesman 
mistakes.” and extra services. So 
most of this type of discounting 
does not affect listed tags or off- 
clal price averages. 

But on the other hand, don't 
be carried away by newspaper 
ind other reports of extensive 
price cutting \ McGraw-Hill 
survey among knowledgeable 
chemical sellers comes to this 
conclusion: Some buyers = are 
getting price breaks, but such 
selling below listed tags is gen- 
erally the result of local, well- 
known, competitive conditions— 
such as recent sulfuric acid price 
shading in the Philadelphia area. 

Other deals are being made in 
cases of “distress” materials. On 
the whole though, despite the 
slackened tempo of general in- 
dustrial chemical demand, under- 
the-counter tactics aren't as wide- 
spread as newspapers imply. 


Plastics Not Restrained 


One area of the chemical in- 
dustry that continues to experi- 
ence unrestrained growth is plas- 
tics. Sales of reinforced plastics 
are running 10° ahead of last 
vear. And this rate of growth 
may increase by the end of the 
Vear, 

Polyethylene use also contin- 
ues to grow at a rather phen- 
ominal rate. Output so far in 
I9SS is running 28% above 
1957. And thats on top of a 
year-to-year gain of 24° regis- 
tered last year, 

Prices of some plastics prod- 
ucts meanwhile have been easing. 
It's due primarily to improved 
production methods and increas- 
ing competition. Tags of high- 
pressure molding — polyethylene 
resin are down 7.2° from the 
vear-ago level. 

One vital chemical area that 
purchasing executives should 
watch closely in the coming weeks 
is sulfur. Tags, which have held 
fairly level for about six months, 
may be boosted soon. The back- 
sround to the sulfur” situation 
shapes up this way: 

Increased foreign production of 
the yellow powder has cut into 
U.S. exports. And the continued 


rent downturn. That’s because 


will soon be showing renewed 
activity. For the medium-range 
outlook for the chemical indus- 
to European and other markets,]try as a whole remains bright. 
at prices below U. S. quotations, } Here’s why: 


has further cut into demand for e Many areas like the petro- 
domestic sulfur. These market} chemical industry are in their in- 
factors have kept tags some 10% | fancy—with tremendous growth 
below a year ago. almost guaranteed. 

But in spite of the above, a ® Basic research and applica- 


price boost is being contemplated. |tion research are turning up new 
Domestic sulfur sales have been] products and new sales oppor- 
holding up well during the cur-] tunities almost daily. 


Production 


CHEMICALS AND ALLIED PRODUCTS 


PRICE AND PRODUCTION INDEXES 
(1947-49=100) _; 


Prices 
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WAGNER | 
POLYPHASE | 
MOTORS 7 

| 


Type DP 
1 to 125 hp. 


These open type motors give 
DOUBLE PROTECTION... 
can be used in many places 
that formerly required 
splashproof motors 


Wagner Type DP Motors offer the double protection of 
rugged corrosion-resistant cast iron frames and dripproof 
enclosures so well designed that the DP Motor can handle 
many applications that formerly required splashproof motors. 


These Wagner Motors are built in the new NEMA ratings 
that pack more power into less space, are lighter in weight 
and are easier to maintain—only occasional lubrication is 
required. 


SLEEVE BEARING MODELS AVAILABLE 
The entire line of ratings through 125 hp. is available with 
steel-backed, babbitt lined sleeve bearings that have high 
carrying capacity and provide quieter operation. 
Let a Wagner Sales Engineer show you how these motors can 
be applied to your needs. Call the nearest branch office or 


write for Wagner Bulletin MU-223. 


1 to 125 HP—1750 RPM—40°C NEMA FRAMES 182 through 445U 


Wagner Electric @rporation 


6416 Plymouth Ave., St. Lovis 14, Mo., U.S.A. 
WMS8-8 


BRANCHES AND DISTRIBUTORS IN ALL PRINCIPAL CITIES 


upward trend in Mexican exports 


July 7, 1958 


Purchasing Week 


DOUBLY PROTECTED — Wagner DP Motors offer the 
double protection of completely dripproof enclosures and 
rugged cast iron frames that can take rough handling 
and resist corrosion. 


CAN BE RELUBRICATED — These motors can be re-greased 
when desired for longer bearing life. Fresh grease can be 
added—old grease removed—through openings provided 
in the ball bearing housing. 


COOL RUNNING — Specially designed baffles direct cool- 
ing air through the motor to protect the stator windings. 
Blowers, cast as part of the rotor, move large volumes of 
air without noise or vibration. 


This Week’s 


Washington 
Perspective JULY 7-13 


Washington doesn’t believe anti-recession programs, budget 
outlays and increased defense spending have taken effect yet. 


They will shortly, though, as the new fiscal year gets underway. 


Washington hurriedly brought a number of programs into 
being earlier this year to meet the dip in business and the drive to 
catch Russia in space. 


But the wheels of government turn slowly. Though the pro- 
grams were set up months ago, their impact will begin to be felt 
as the money Is spent in the coming months. 


This helps explain why Washington is facing its own new year 
with more confidence. It was with a sigh of relief that officials 
closed the books June 30 on fiscal 1958—a 12-month period 
marked with recession, sputniks, deterioration of foreign affairs 
and inflation. 


The feeling is that the bad is about over—that in fact there will 
be a number of improvements. 


Now is a good time to take stock and try to see something of 
what the next 12 months will bring. So here are a few of the new 
fiscal year’s predictions of officials around town: 


International affairs—First off, officials don’t look for big war, 
though trouble might erupt locally in some hot spots. 


The economy—lIt’s up from here on out. The official guess is 
that business will begin to rise slowly in the summer and will 
reach 1957 levels of activity by mid-1959. Some officials believe, 
however, that the economy will rise faster than that, with recovery 
complete by the first quarter of next year. 


Unemployment—Will remain a problem for another year. Ex- 
perts don't see it getting much below five million for most of that 
time. But they see it averaging below what it was during the past 
six months. 


Budget—Deficits are going to be huge—not only for this fiscal 
year but for the following as well. At least $10 billion is forecast. 
This will have a major stimulating effect on the economy. 


Taxes—Won't be cut next year either. The big deficits in store 
almost assure this. 


Inflation—Has taken first place again among domestic prob- 
lems concerning the Administration. Officials fear that the wage- 
price level will continue to spiral. They already are considering 
possible steps to be taken to head off a new inflationary outburst. 
Among those being studied are a tightening up of the Federal 
Reserve's easy money policy and standby 
controls. 


consumer credit 


Foreign trade—Will not get back to calendar 1957 levels. Ex- 
ports in the first quarter of 1958 dropped $4 billion on an annual 
rate—will probably go even lower. Imports were down 7%, but 
they should pick up slightly in the next six months. 


The U.S. Supreme Court upholds enforcement of employer 
rules against union solicitation inside the plant, even though both 
employers were making anti-union solicitations during working 
hours. That was the major decision on the Court’s last day of the 
session. 


The cases do not mean that an employer may enforce such 
rules against employees, while conducting an anti-union cam- 
paign, without ever committing an unfair labor practice. But the 
decision was significant on this count: 


Said the majority: “All we hold is that there must be some 
basis, in the actualities of industrial relations, for such a finding” 
that management indeed had committed an unfair practice. The 
National Labor Relations Board had not made such a “finding” 
in either case. 


[he Board had been reversed in both cases by lower courts. 
In the case where the Board upheld enforcement of the employer 
rule (Steelworkers of America), a lower court said the employer 
violated the Taft Act; in the case the Board found a Taft Act 
violation (Textile Workers), a lower court upheld the employer. 


In upholding the employer rules in both cases, the Court said 
before the N.L.R.B. can ban such a no-solicitation rule, the 
Board must (1) find the employer has refused a union request to 
make an exception to the no-solicitation rules for pro-union solici- 
tation and (2) find there 


of communication open t 


ere no reasonable alternative methods 
the union. 
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ecession Bottoming Out Reveals 
roduction Drop Not So Great 


Recovery Slated-to Start in Fall; Output, Statistics Show; 
All Recent Downturns Lasted Less Than Year; Aids Are Cited 


New York—Bottoming out of 
the current recession reveals 
some interesting developments. 
Most important, of course, is 
that the output drop has not 
been nearly so great as originally 
feared by some of our more 
jumpy pessimists. 

Moreover, based on the cur- 
rent spate of encouraging produc- 
tion and sales statistics, recovery 
will start setting in by fall 
—though full recovery will 


have to wait until sometime 
in 1959, 
In fact, the question most 


asked by businessmen today is 
“When can we expect the 1956 
boom levels again?” 

Every purchasing agent in the 
country would like to know the 
answer to that one. Inventory 
policy, buying plans, price trends 
—and a host of other important 
purchasing problems—are all 
tied up with speed of recovery. 

lo get a better perspective on 
this complex problem PURCHAS- 
ING WEEK economists have com- 
pared the current recession with 
the two other major post-war 
downturns—those of 1947-48 
and 1953-54. 

Results are outlined in the 
chart above. A quick glance at 
this “recession scorecard” re- 
veals some surprising findings. 

e Duration of downslide was 
approximately 8-9 months in all 
three periods. 

e Contrary to popular belief, 
the current recession has not been 
much more severe than the other 
two were. 

® Recoveries, 
in, are slow. affairs. 
quick snap back to 
peaks. 

It’s hardly surprising that all 
three downturns lasted less than 
one year. We have progressed a 
long way since the °30’s. Govern- 
ment and business action, with 
aid of built-in stabilizers, have 
been strong enough to blunt any 
slide before it goes out of hand. 

On the question of this reces- 
sion intensitvy—the relative mild- 
ness certainly belies the fears 


when they set 
There's no 
previous 
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of some of our pessimistic “arm 
chair” analysts. 

To be sure a 13% drop in 
eight months is bad, and cer- 
tainly basic industries like steel 
and autos have been hit hard. 

But it isn’t that much worse 
than the previous two recessions 
when drops of 10% were re- 
corded. 

More sobering, however, is 
the relative slow rates of recov- 
ery. In 1948-49, when _ there 
still was a large untapped post- 
war demand, it took nine months, 
or until April, 1950, to regain 
the late 1948 peak. 

During the 1953-54 downturn, 
recovery took 14 months. In 
fact. the economy  floundered 
close to the low point for six 


months before a significant im- 


provement was recorded. 

Current recovery pace is likely 
to follow the 1953-54 pattern. 
Business outlays for capital ex- 
pansion and modernization will 
stay low until mid 1959. Con- 
sumer hard goods purchases will 
increase slowly as recovery sets 
in. 

It all adds up to a gradual 
climb in the key steel, auto, and 
machinery industries. 

But even if we could bounce 
back as quickly as we did in 
1948-49 (extremely unlikely), 
there'd still be no spectacular 
recovery. 

It took nine months then. Add 
these nine months to July 1958 
and you see it would be at least 
spring 1959 before — previous 
peaks could be regained. 


Hoffa Negotiates Peace Pact 
Between I.L.A., S.I.U. Factions 


Action Will Eliminate Jurisdictional Disputes; 


Hall, Captain Bradley Iron Out Differences 


New York—Two big water- 
front unions are promising a new 
era of tranquility and labor sta- 
bility on Atlantic and Gulf port 
docks as the result of a peace pact 
which James R. Hoffa had a 
hand in arranging. 

Officials of the International 
Longshoremen’s Association and 
the Seafarers International Union 
long-hostile factions whose 
squabbles = disrupted — shipping 
schedules, publicly came to terms 
June 26. Their handshake agree- 
ment called for a “total cessation 
of hostilities.” 

Hoffa’s International Brother- 
hood of Teamsters figured in the 
pact because it arranged the 
peace meetings between Captain 
William V. Bradley, head of the 
longshoremen’s association, and 
Paul Hall, secretary-treasurer of 
the Seafarers’ Atlantic and Gulf 
District. 


First effect of the 


principal 


1.L.A.-S.1.U. action was expected 
to be elimination of jurisdictional 
disputes between the I.L.A. and 
its A.F.L.-C.1.O. rival, the Inter- 
national Brotherhood of Long- 
shoremen. The Seafarers have 
been a principal backer of the 
A.F.L.-C.1.0. — longshoremen’s 
group in its three unsuccessful 
bargaining election bids for con- 
trol of the Port of New York. 

Another result was expected to 
be resumption of trailership serv- 
ice to Puerto Rico, a venture 
which was scuttled earlier this 
year by Puerto Rican dockwork- 
ers who resisted. 

Because of Hoffa’s role in the 
bi-union agreement, industry ob- 
servers viewed the action as a 
fore-runner of efforts by the 
feamsters to unite the three un- 
ions into a single transportation 
union with upwards of 2.5 mil- 
lion members under the A.F.L.- 
C.1.0. banner. 


July 7, 1958 


Ji 


Increase in Tin Price Depends 
On Four-Nation Reply to Council 


London—New moves to hike 
the price of tin have been an- 
nounced here. The International 
Tin Council is asking the United 
States, West Germany, and Japan 
to join it as Consumers. 

That news came through as 
Londoners were speculating last 
week on what reply the Soviet 
Union would give to the tin 
council on a similar request. In- 
vitation to Reds to join was de- 
cided recently, it will be recalled, 
in view of the havoc Soviet tin 


metal further than they are now. 

Here’s the reasoning behind 
that. Basic cause of the drift in 
tin prices is lack of strong state- 
side demand. But because of the 
recent marginal impact of Red 
tin sales the approach to Russia 
to join the Tin Council may raise 
hopes unduly that Red coopera- 
tion by itself would be enough to 
sustain the metals price. Hence if 
the Russians turn down the offer, 
you can expect a bearish reac- 
tion. 


Firm Wins Contract 
On Toss of Coin 


Tyler, Texas—A flip of a 
coin decided the winner when 
two firms submitted identical low 
bids to replenish Smith County’s 
supply of marriage license forms. 
The supply ran low during the 
June boom. 

Clark and Courts Co. of Hous- 
ton received the contract on the 
luck of the toss. 

To give the procedure the ex- 
tra stamp of legality, County 
Judge Harry Loftis tossed the 
coin. Remarked the judge: “This 
doesn’t mean I consider marriage 
a gamble.” 


U.S. District Court Throws Out Civil Suit 
On Anti-Trust Against Union Carbide Corp. 


San Francisco—A U.S. Dis- 
trict Court jury has thrown out 
the $1,584,000 civil anti-trust 
suit brought by Continental Ore 
Co. against Union Carbide Corp. 
(P.W., June 9, p. 1). A verdict 
for Union Carbide in the eight- 
year-old case was returned June 
y 

Continental, in a suit filed July 
15, 1949, accused Union Car- 
bide, four subsidiaries, and the 
Vanadium Corp. of America of 
joining forces to control prices 
and monopolize production and 


sale of vanadium ore and oxides 
from 1933 to 1949. 

Union Carbide testified it was 
operating under government con- 
tracts and that the government 
took all its vanadium production 
leaving none to sell to Conti- 
nental until after the war in 1946 
when Continental declined to 
buy. 


MODERN MACHINES not only 
have a faster production rate but 
often are smaller than those now 
installed. 


deals have played with free world 
tin operations. 

The decision to approach still 
other countries was announced in 
London and Paris _ simultane- 
ously. Approaches to the coun- 
tries concerned, the Council 
stated, are being made by its 
chairman, M. Georges Peter. 
Sweden and Switzerland, too, 
may be asked to discuss joining 
the International Tin Council in 
the very near future. 

If both Russia and U. S. de- 
cline, the approaches made by 
the Tin Council could end by 
dragging down prices for the 


War Risk Rate Set 


London—Underwriters have 
posted war strike riot and civil 
commotion cargo risk rates for 
- voyages to, from and between 
Indonesian ports. The rates are 
three shillings four pence (about 
41¢) per 100 pounds. sterling 
(S280) 
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for basic information 
on basic chemicals 


see the man from 
Mathieson 


TRANSPORTATION —the flex- 
ibility of truck, rail, and barge 
facilities permits new economies 


in shipping. 


SYNCHRONIZED SCHEDULING 
—keeps inventories at optimum 


levels. 


TECHNICAL & SALES SERVICE 
—keeps you posted on the latest 
in storage, handling, and use of 


basic industrial chemicals. 
5798-C 


MATHIESON CHEMICALS 


OLIN MATHIESON 
MATHIESON CHEMICAL CORPORATION 


INDUSTRIAL CHEMICALS 
BALTIMORE 3, MD. 
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Mallory Tantalum Capacitors 


offer s< Quality 
sk Selection 
sk Immediate Delivery 


Cap. | W. Volts DC | Temp. Case | 
Type Range | Rating at 85 C | Range Style 
J jee | 
| TAP | 2-30 mfd. 90-6 v | —55 to +100°C Miniature | 
| Axial leads 
TAS .33-60 mfd. 20-6 v. —80 to +125 C Miniature | 
| Axial leads | 
| Solid Electrolyte 
-_ _—: - oe 
TNT | 8-80 mfd. | 50-3 v —55 to +85 C Miniature 
| | Axial leads 
- - amet 
STNT | 4-40 mfd | 50-3 v. —55to +85 C | Subminiature 
| Axial leads 
XTM 4-40 mfd. 360-35 v. —55 to +175 C Miniature 
Axial leads or 
solder tabs 
XTL | 3.5-120 mfd. 630-18 v. —55 to +200 C Metal case 
Solder terminals 
XTH 7-240 mfd. 630-18 v. —55 to +200 C Metal case 
| Solder terminals 
XTV | 125-1300 mfd. 90-30 v. —55 to +175 C Metal case 
| Solder terminals 


For research, prototypes, or production runs 
... Mallory offers this complete line of Tantalum 
Capacitors. And, the best news of all is that 
standard ratings of all these capacitors are “In 
Stock” for immediate delivery —made possible 
by recent refinements in Mallory production 
methods. Even special models can be shipped 
in as little as three weeks. 


Included in the line are types rated for 200°C 


Serving Industry with These Products: 
Electromechanical — Resistors * Switches * Tuning Devices * Vibrators 
Electrochemical — Capacitors * Mercury and Zinc-Carbon Batteries 
Metallurgical — Contacts * Special Metals * Welding Matericls 


Parts distributors in all major cities stock Mallory 


standard components for your convenience. 
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continuous operation... miniature and_ sub- 
miniature models...and the new TAS ““Tan-Sol”’ 
solid electrolyte capacitors. All embody engi- 
neering principles created by Mallory pioneering 
in Tantalum capacitors. 

Ask a Mallory representative to come in for a 
consultation on your specific circuit require- 
ments. Or, write for complete specifications and 
details on any or all of the Mallory Tantalum line. 


Expect more...get more from 


P.R. MALLORY & CO. inc. J 


ALLOR 


P. R. MALLORY & CO. Inc., INDIANAPOLIS 6, 


INDIANA 


(C ontinued trom page 1) 
questions previously delivered 
before the interview, allowing 
thoughtful 


each person to give 
answers. 
[The three most important 


questions and answers from the 
first part of the interview were 
these: 


1. What should be the basic ob- 
jective of the course? 

All fifty purchasing executives 
agreed that the course should 
teach purchasing (principles and 
Organization) from the broad 
management as opposed to the 
technical point of view. 

[his would make the course 
appealing and beneficial to all 
business students, not just those 
interested in purchasing as a 
career. There was a strong and 
sincere feeling by these men that 


because purchasing shares re- 
sponsibilities with many other 
groups (production, engineering, 
traflic, etc.) a Knowledge of its 
objectives and potentials would 
enhance any student’s business 
perspective and management po- 
tential. 

Knowledge of purchasing in 
the hands of executives outside 
the purchasing function was 
recognized to be almost as valu- 
able to the profession as internal 
knowledge. 


2. What techniques of teaching 
could best be used? 

Six basic techniques were 
agreed upon: industry speakers, 
motion pictures, lectures, reading 
assignments, case problems, and 
commodity reports. The time al- 
lotted for each technique was 
properly left to the instructor's 
discretion. 


Lamar Lee, Jr., Naval Procurement Expert 


Prior to joining the faculty at 


Business, Lamar Lee, Jr., had 


pi ocurement 


year as a rear admiral. During t 


naval supply organizations. 


and an out-of-line promotion to 
naval officer to hold this rank in 


Other supply positions include 
ing in Navy’s Bureau of Supplies 
for Supply Management before h 

Having squeezed two years of 


education. 


of Business. 


Commissioned an ensign at Annapolis in 1933, he retired last 


During World War II] he commanded the naval supply depot in 
Guam, which issued material at the rate of $12-billion per month. 
As a result of this assignment he was awarded the Legion of Merit 


In 1946, as Chief of the Navy’s Inventory Control Office, he 
wrote the “Manual of Naval Standards for Inventory Control.” 
It remains practically unchanged to this day. 


marine Supply Office and Ordnance 


’ graduate work into his active 
naval career, Lamar Lee has always had an interest in purchasing 
He is now actively engaged in the field as assistant 
professor of business management at Stanford Graduate School 


Stanford’s Graduate School of 


extensive experience in naval 


his time he headed several large 


rank of captain, the youngest 


over 60 years. 


d Commanding Officer of Sub- 
e Office, Asst. Chief for Purchas- 
and Accounts, and Asst. Chiet 
is retirement in 1957. 


EASTMAN FLUID POWER LINES 


| EASTMAN 
HIGH PRESSURE LEADERS 
375—5000 PSI working pressures. 


= 
Permanently attached 
Male. (NPTF) for 1, 2, 
& 3 wire braid hose— 


also 4 spiral wire. ber cover hose. 


All available in sizes from 4" thru 2’ 


Permanently attached 
Male Flare GJIC) for 1, 
2, & 3 wire braid rub- 


DESIGNED 
_ | and DEVELOPED 
Ay4y ENGINEERS 


{ov ENGINEERS 


Many leading original Equip 
ment Manufacturers submit 
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Reusable Swivel Fe- 
male for rubber or 
cotton cover hose ] 
Full line available 


Clamp Coupling w 


rubber cover hose 
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Bent Tubing designed to your specifi- 
cations. Submit your blueprints or 
call on Eastman Engineering. 


Eastman Automotive Air Condition- 
ing and Power Steering Assemblies 
for major automotive manufacturer. 


—- 


Split Flange Stems for 
& 2 wire bri 


. * A anaes a" 
= N 


Reena 4 


eee 


their original specifications for 
their initial quotation to 
Eastman because 


ith § @ Eastman, ‘First in the 
Field,” offers unequalled 
experience in laying out 
fluid power lines. 


aid 


@ Eastman’s cooperative 
engineering counsel is 
highly respected by all 
OEM's in the trade. 


@ Eastman is recognized for 
quality of materials and 
workmanship—design and 
engineering. 


Let EASTMAN recommend 
the best assembly... for the 
best performance ... at the 
lowest cost. 


for New 


Eastman 
Bulletin 
No. 347 


rc 
-_= 
™s 


— 


E ast maki MANUFACTURING COMPANY 


Dept. PW-7B, Manitowoc, Wisconsin 


rhe great difficulty of relating 
the two basic areas of purchasing 
knowledge—principles and ma- 
terials—was recognized. It was 
felt that commodity reports, used 
with carefully selected motion 
pictures and case problems, 
could best fill this need. 


3. What particular aspects of 
purchasing, within the sub- 
jects selected for the course, 
should be emphasized? 
Differences on this question 

were to be expected because the 

companies selected were widely 
diversified and affected by prev- 
alent economic conditions. Even 
so there was substantial agree- 
ment. These subjects were finally 
selected for special emphasis: 
Inventory control 
Knowledge of materials 
Principles and art of negotia- 
tion 
Advantages of decentralization 
of operations with central- 
ized policy and coordination 
control 
Fallacies of buying to price 
alone and straight replace- 
ment buying 
Supplier relations 
Purchasing as a profit making 
activity 
Interdepartmental relationships 
Management aspects of pur- 
chasing 
Basic character and ethics 
Supplementing these _ three 
basic questions on organizing the 
new course were the answers 
these same purchasing executives 
gave to questions previously 
asked by students in industrial 
management. Not only did the 
questions pinpoint areas of inter- 
est about purchasing, but the an- 
swers gave a cross-section of cur- 
rent thinking to some perennial 
questions in purchasing. 
These questions and their an- 
swers (here distilled for brevity) 
were included in the new course. 


1. How important is forward buy- 
ing, particularly in commodi- 
ties you buy? 

Only 8% said they seldom 
use it. All the others work 
between stock levels of 30 
to 90 days, occasionally as 
high as 6 months. None en- 
gaged in speculative buying. 
When used, forward buying 
(beyond normal inventory 
requirements) was to insure 


delivery and/or _ protect 
COSIS. 
2.Do you use sole sources of 
supply for any major com- 
modity? 
Only 10% said they did. 
Their reasons’ were for 


preferential treatment as to 
quality, price, and service. 
On insignificant items others 
were forced into sole sources 
by reciprocity agreements, 
patent protection, the ex- 
pense of dividing small or- 
ders, dealing with the sole 
producer, or by combining 
shipments for freight dis- 
counts. Many high precision 
electronic companies used a 
single supplier to obtain de- 


sired) quality on certain 
items. 
3. To what extent do you use 
competitive bids? 
Wide differences existed, 


ranging from practically no 


purchases to all purchases 
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What Colleges Should Teach About Purchasing 


selected these subjects 

The Procurement Function 

Procurement Organization 

Determination and Control of 
Quality 

Forecasting Price Movements 

Sources of Supply 


What Experts Think Should Be Taught 


Fitty leading West Coast purchasing executives 


course in purchasing at Stanford Business School: 


for a new graduate 
Vendor Relationships 
Pricing 

Negotiation 

Procedures 

Ethics 

Legal Aspects of Purchasing 


made by this method. The 
majority used some com- 
petitive bidding, and all 
used it for construction 


contracts. Most used bid- 
ding periodically to test 
the market; many used it 


for high dollar contracts. 


4.Do you buy used equipment? 
Under what circumstances? 

None purchased this kind of 
equipment regularly — al- 
though many do buy some 
occasionally. Only a limited 
minority dogmatically op- 
posed the practice. 


5.Do you use leasing and sub- 
contracting? 
Only 4% opposed leasing 
as sound purchasing. One 
had tried the policy for cars, 
trucks, and warehousing 
with unprofitable results. 
All accepted subcontracting 
as good purchasing policy, 
although all did not use it 
because of nature of their 
business. 


6.Is control of scrap and waste 
under purchasing? How about 
reclamation? What are basic 
policies? 
All but 6% agreed this op- 
eration should be managed 
or controlled by the pur- 
chasing department. They 
also agreed this is a poten- 
tial area for substantial sav- 
ings but that top manage- 
ment neglects it through 
lack of interest and under- 
standing. 


7. What relationship should pur- 
chasing have with other phases 
of material control, particu- 
larly inventory control? 

All companies brought out 
strong reasons for good in- 
ventory control, i.e., reduces 
administrative expenses, in- 


creases bargaining power, 
frees company funds for pro- 
ductive work. The vivid ac- 
knowledgement that neither 


purchasing nor inventory 
control can succeed inde- 


pendent of the other brought 
Out strong arguments as to 
why purchasing should con- 
trol inventory control. The 
degree of control required 
is debatable if one is in- 
clined to argue. Participa- 
tion in policy control is 
certainly the minimum re- 
quirement. 


8.Do you use any mathematical 
formulas for determining re- 
quirements? 
About 50% of the compa- 
nies do. The other half apply 
the principles of these 
formulas informally. 


9. Are there any groups of ma- 
terials repeatedly difficult to 
procure? Why? 

None of these West Coast 
purchasing executives feel 
handicapped because _ of 
geographical location, a 
story different from several 
years ago. Certain — steel 
shapes, alloys steels, and 
nickel were in short supply 
at the time of the survey, 
but this was true throughout 
the country. Some elec- 
tronic firms are forced into 
purchasing instruments and 
cable from England and 
Germany for demand has 
not yet made production in 
the U.S. profitable. 


10. Is your inventory fractionated 
into different material groups 
having different purchasing 
policies? What are differences? 

In all except smaller com- 
panies, inventories were di- 
vided into at least fou 
groups: raw materials, sup- 


ed 
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plies, fabricated parts, and 
capital equipment. Further 
fractionation by dollar value 
was accomplished by some 
companies. 


11. Should reciprocity as a phase 
of business be explained in a 
classroom and how much? Is 
the practice growing? 

This provoked much dis- 
cussion, and few approached 
it with complete objectivity. 
Some initial comments were, 
“Disgustingly, it’s growing.” 
“If a man mentions it, his 
product is weak.” “It’s a 
dirty word, we call it trade 
relations.” “It’s the only 
sensible way of doing busi- 
ness.” 

But all purchasing execu- 
tives agreed that this pro- 
vocative subject is well suited 
for class discussion. All but 
6% think the practice is 
growing and should be dis- 
cussed because of 
bilities for use and abuse. 


possi- 


12. Any suggestions for treating 
commercial ethics in general? 
Ihe consensus was that all 
professions strive for a high 
standard of ethics, but that 
there is a special need in 
purchasing. Thanks to the 
N.A.P.A. and the high char- 
acter of men in purchasing, 
there is little criticism in this 
field today. In the area of 
accepting small gifts there 
will always be difficulty in 
defining where to draw the 
line. 


13. 1s the caliber of salesmen im- 
proving from standpoint of 
service, product knowledge, 
company policy, etc.? Do they 
sell on basis of value? Is their 
approach usually correct? 

Without exception, all re- 
ported sales efforts picking 
up. All but 12% thought 
salesmen are improving, and 
purchasing personnel  ap- 
preciate the increased tech- 
nical assistance available 
from salesmen. The old 
handshaking, back slapping, 
hail fellow well met is on 
the way out. 


14.In purchasing for profit to 
what extent do you rely on: 
procurement research, value 
analysis buying, standardiza- 
tion, vendor relationships? 
Every executive expressed 
intense interest in these. 
Outside of three large com- 
panies which had set up 
separate departments — to 
handle the subjects, most 
lamented they had not more 
time to devote to research 
and value analysis. Even the 
smaller companies were 
acutely aware of the poten- 
tial benefits of a well-or- 
ganized research program 
in purchasing. 

Interpreting and analyzing the 
information gained from these 
five weeks of interview and re- 
search with West Coast purchas- 
ing executives required another 
five weeks. The result was the 
course outline. 

Care was taken to include sub- 
ject matter of interest to both 
purchasing executives and _ stu- 
dents. Practical examples were 
filed with the lessons to which 
they pertained. Motion pictures 
were ordered and guest speakers 
invited. Ten weeks of work was 
reduced to an 8-page syllabus. 

Eleven weeks of classroom 
work passed with incredible 
speed. But the results seemed to 
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indicate that the new course had 
fulfilled the initial objectives. Un- 
signed questionnaires from stu- 
dents who took the course were 
generous in their endorsement. 
But there are many things that 
must be done to make next year’s 
course more effective and trans- 
mit a deeper insight into purchas- 
ing. The student questionnaires 
must be evaluated fully with a 
complete statistical study. Points 
in question must be resolved with 
purchasing executives. 
However, this year’s evaluation 
attests to the soundness of hav- 
ing purchasing executives actively 
participate in formal education. 
Their unreserved willingness to 
help in syllabus preparation, to 


serve as guest speakers, to spon- 
sor plant visits, and to award 
prizes for academic excellence is 
of inestimable value to the Uni- 
versity and its students. It 
sures the sine que non of prac- 
tical education in this functional 
area of business management: the 
ability to bring up-to-date first- 
hand purchasing information to 
the classroom. That is a goal to 
which the University must con- 
stantly aspire. The rest is up to 
the students. 


as- 


PURCHASING WEEK will be glad 
to receive comments on purchas- 
ine education for publication or 
not—the Editor.| 


Temple University Now Offering 
‘Business-in-Action Stimulation 


Philadelphia, Pa. lemple 
Universitys Management Insti- 
tute began the first of a series 
of week-long training courses for 
business executives June 23. 

Additional sessions will begin 
July 14, July 28, and August 18. 
For further information, write 
Temple University, Management 


Institute, Cheltenham Ave. & 

Sedgwick St., Philadephia, Pa. 
Called “Business-in-Action 

Stimulation,” the course Is 


designed to develop top-manage- 


ment generalists out of middle- 
management specialists. Partici- 
pants are grouped inta five-man 
“companies” each competing for 
a share of “business.” Sales are 
gained or lost in the same fashion 
as in the operation of a real busi- 
[he Institute says the 
courses enable purchasing execu- 


ness. 


tives to see how their function 
fits into the broader, over-all 
business life for a sympathetic 


and workable understanding of 
the entire business operation. 


DE LAVAL 


IMO PUMPS 


De Laval IMO pumps have proved that they do a dependable job over long 
years of service. The reason is IMO design simplicity. These constant 
displacement rotary pumps have only three moving parts—smoothly 
intermeshing rotors that propel the fluid axially in a steady flow without 
churning, pocketing or pulsation. There are no timing gears, cams, valves, sliding 
vanes, or reciprocating parts to wear or become noisy. Quiet, compact 

IMO pumps are excellent for direct-connected, high-speed operation. 


Inlet can be rotated to 
suit installation arrangement. 


saueebed’ 


Nodular iron 
casings for high 


pressure service have 


high shock capacity. 


Discharge flanges are 
infinitely varied. You can use 
the most advantageous 
piping method to suit 


installation requirements. 


Any position mounting is 
possible without factory modification. 


Bulletin 3001 gives data on improved De Laval 
IMO pumps. Send for your copy today. 
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are now more versatile than ever 


In addition to these basic 
pumping advantages, the 
improved IMO gives you 
important new benefits shown in 
the cutaway illustration below. 


DE LAVAL IMO PUMPS 
can also be used as 
hydraulic motors. 


Designed for either 
conventional packing or 
mechanical seals. Sealing 
method may be 
changed in your plant 
with a simple kit. 


Higher pressure units are built 

by adding idler rotor and housing 
sections to the low pressure design. 
Parts for the same rotor size are 
interchangeable over the 

entire pressure range. 


DE 


LAVAL STEAM 


902 Nottingham Way 


Internal parts are designed as a package 
so that units can be built into your machines. 


IMO Pumps 


TURBINE COMPANY 


, Trenton 2, New Jersey 


Red China Cars 
Without Nickel 


Hong khong dith- 
culty in securing nickel supplies 
from Russia has led Red China to 
substitute other alloy steels in he 
motor vehicle production. 

An official news dispatch says 
that Changchun’s No. | vehicle 
Plant is replacing nickel-chro- 
mium steel with chromium-man- 
ganese-steel, and nickel-chro- 
mium casting iron with chromium 
casting iron in the manutacture 
of automobile spare parts. 

[he article said this substitu- 
tion of home-produced materials 
for hitherto imported ones had 
enabled China to supply 90% of 
the metal materials needed for 
motor car manufacture. It added 
that nickel savings for the Chang- 
chun plant, which has a 1958 
target of 30,000 trucks, will 
amount to more than 200 tons. 

The dispatch noted that an- 
other motor plant in Anshan was 
turning out chasses of domestic 
low carbon-manganese steel in- 
stead of the formerly imported 
titanium steel. Similar manufac- 
ture of some dozen spare parts 
had brought about a 50% savings 
in chromium steel production, 
the dispatch added. 


1. ] 
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Navy Places Pipe Order 


Livingston, N. J.—The U. S. 
Navy has placed an order for 
over 50 miles of heavy-walled 
rigid polyvinyl chloride pipe. 
Alpha Plastics, Inc., the company 
receiving the award, thinks it is 
the largest single order of this 
pipe ever placed. 


Permanente Will Buy 
All Olympic Stock 


Oakland, Calif.—Contingent 
on stockholder approval, Perma- 
nente Cement Co. will buy all the 
stock of Olympic Portland Ce- 
ment Co., Ltd., a British com- 
pany. 

Olympic has a 1,750,000 bbl. 
capacity cement plant at Belling- 
ham, Wash., and cement storage 
facilities at Seattle. 

Permanente has marketed ce- 
ment in the Pacific Northwest for 
the past 12 yr. but has not pro- 
duced in that area since 1949. 
The company’s cement was 
shipped from its San Francisco 
Bay area plant. 


Curtiss-Wright Studies 
Brazilian Plant Plan 


Buffalo — Curtiss-Wright 
Corp.’s Metal Processing Division 
is considering building a forge 
plant in Brazil to supply the auto- 
mobile, truck, and tractor plants 
operated there by such companies 
as Ford, General Motors, Inter- 
national-Harvester, and Volks- 
Wwagen. 

The forge plant, if Curtiss de- 
cides to construct it, would be 
managed by the firm’s Buffalo 
division. 


Britain Stops Lead Sale 


London—After selling 6,700 
tons of lead from its stockpile 
since January, the British govern- 
ment has announced there will be 
no further offerings “for the time 
being.” 
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LAMPS 


The minimum amount 
of light recommended 
for laboratory work is 
50 footcandles. 


The maximum amount 
of. light per dollar is 
provided by 


CHAM PIO 


. ae 


Incandescent Fluorescent 


Your best buy in lamps 


MILLIONS OF LAMPS A YEAR... 
ONE PLANT standard of quality control 


CHAMPION LAMP WORKS, Lynn, Massachusetts 
A division of Consolidated Electric Lamp Co 


Malayans Study 
Red China Complaint 


Kuala Lumpur, Malaya—The 
Federation Rubber Traders As- 
sociation is sending a 10-man 
delegation to investigate Red 
China’s complaints that Malayan 
rubber, particularly that shipped 
from Singapore, is not top qual- 
ity. 

Decision to send the delega- 
tion to Peking followed a pre- 
liminary investigation carried out 
by John Ho, representative of a 
leading Pan-Malayan rubber ex- 
porting firm. 

Ho told a meeting of the As- 
sociation held here that Red 
China was justified in making 
complaints regarding inferior 
rubber despatched to China from 
Singapore. He said he had come 
to the conclusion following his 
recent visit to China and a de- 
tailed study of the rubber market 
there. 

“China’s buyers are unhappy 
about the situation and since the 
Republic promises to be a big 
buyer of Malayan rubber, her 
complaints must be looked into,” 
Ho contended. 


Japanese Viscose Group 
Will Push Products 


Tokyo—The Japanese viscose 
filament industry is embarking 
on a new project to push its 
products to the world market. 
Facing increased competition in 
world trade, viscose textile manu- 
facturers are lining up trade 
agents to set up a joint export 
agency. 

The industry believes estab- 
lishment of an export organiza- 
tion will help stabilize the price 
of rayon filament as well as pro- 
mote export sales. 


DuPont Acquires Rights 
For Textured Yarn 


Wilmington, Del. — DuPont 
Co. has acquired certain U.S. 
patents and patent applications of 
American Enka Corp. relating to 
textured yarn processes, which 
involve passing the yarn through 
an air jet to increase its bulk. 

DuPont said the action was 
taken to remove possible patent 
conflicts that could have been 
troublesome to the textured yarn 
licenses of both companies. It 
has been licensing textile proc- 
essors to make bulk or textured 
yarn under its trademark *‘Tas- 
lan.” Enka also has had a licens- 
ing program. 


“Calling us a pair of overbearing high- 
pressure jerks! Why doesn’t he just come 


right out and say what he thinks?” 
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This Week’s 
* 
Foreign 
* 
Perspective 


Toronto—“Buy Canadian” campaign is being stepped up as 
business continues to bump along at a low rate. 

Latest to join the bandwagon is Canada’s electrical equip- 
ment manufacturers. They point to the fact that nearly half of 
this nation’s electrical manufacturing capacity is standing idle. 

But the Canadian Manufacturers Association—the people who 
instigated the whole campaign—are now beginning to view its 
rapid growth with some misgivings. 

CMA is not too happy about some of the bitter anti-foreign 
promotion that is being used. It fears the campaign could easily 
be used as a weapon against all imports. 

As one C.M.A. official recently put it: “The C.M.A. has 
never said that patriotism demands that Canadian consumers 
should spend their dollars exclusively on Canadian-made prod- 
ucts. To do so would be both absurd and impertinent.” 
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Warsaw—The Western sellers didn’t fare too well in_ this 
year’s Posen business fair. 

While overall volume of business transacted ($75 million) was 
roughly at last year’s level, Western firms percentage of the 
total went down. 

According to the Polish Foreign Trade Ministry Westerners 
captured only 43 of the sales compared to the 50% 
1957. 

Finance not politics was behind the drop. Poland reports an 
acute shortage of foreign currency which is limiting her pur- 
chases from the West. 

Business news published during the fair show that Poland 
placed the bulk of orders for machinery, automotive vehicles, 
and industrial products with Eastern countries. 

Biggest export order to a Western country went to Turkey 
which sold $700,000 worth of road construction machinery to 
Poland. 


figure of 


London—The copper market remains unsettled pending clari- 
fication of stateside policy moves. 

As of now it’s closely following prices set by U.S. smelters. 
It’s reckoned that only United States industrial recovery will 
really set the metal up again. 

Moreover, there’s pessimism about world copper stocks, cur- 
rently estimated at around one million tons. Existence of these 
stocks could prevent any sharp rise in price. 

One solution, a world commodity pact, is still viewed with 
suspicion here. Reason: such schemes often aim at hiking prices. 
And Britain, remember, tends to gain when commodity tags fall. 

This year Britain has gained considerably from the fall in 
import prices, particularly wool, metal, and softwood. 

That, plus the fact that exports tags have held up, is a major 
reason for recent British “balance of payment” improvement. 
a & 2 

Moscow—Kremlin planners are joining the world-wide trend 
ioward automated industrial equipment. 

Still faced with a shortage of workers, Russia would like to 
use automation to step up productivity, and at the same time 
keep up with Western industrial advances. 

To speed up the process Russia’s 
intensifying research On automation. 


\cademy of Sciences is 


According to the English Language newspaper, published by 
the Soviet Embassy, the Academy is: 

e Setting up an Electronic Control Machines Institute. 

¢ Installing experimental automatic controls at the Dneipe 
nydro-electric station in the southern power system. 

e Extending “considerably” its research in theoretical prob- 
lems. 

e Studying further ways of “radically re-equipping the Soviet 
national economy on the basis of all-round automation.” 


Bonn—Germany’s booming chemical industry reports that 
export sales continue to top year-ago levels, though rate of growth 
has slowed down. 

Foreign shipments in the first quarter 1958 reached a peak 
$271 million, 4% above year-ago levels. 

Nitrogen fertilizers lead the list—?3 above year-ago as a 
result of big shipments to Red China and Egypt. 

Pharmaceuticals (up 20%), plastics (up 13%) and photo 
chemical products (up 20%) also racked up good gains. 

One discordant note was the dip in exports of industrial 
chemicals which slumped below °57 levels. 

Industrial chemical use is often a barometer of business ac- 
tivity. The fact the big users are reducing purchases could 
reflect the beginning of a slowdown in European industrial growth. 
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York—Steel inventories 
reduced to the late 1955 level 
through an apparent liquidation 
of stock on hand, according to a 
National Industrial Conference 
Board report. It was this rapid 
utilization of inventories which 
cut steel production at mills dur- 
ing the first four months of this 
year to the lowest period since 
1946. 

‘ Metal fabricators consumed 
about 3.9 million tons of steel a 

‘ month in the first quarter of 1958 
while their output dropped about 
16% below the index highs of 
last year, the Conference Board 

said. However, the Board’s re- 
port showed finished steel con- 
sumption of only 3.1 million tons 
by fabricators came directly from 


Steel Inventories at 55 Level; 
Liquidation Reported as Cause 


New 


of metal fabricators have been 


the mills, with the remaining 
800,000 tons taken from stock. 

If the 800,000 tons out of in- 
ventory had come from mill pro- 
duction, the increase in demand 
would have boosted steel output 
to around 65% of current ca- 
pacity as compared with the 54% 
prevailing in the first quarter of 
the year, the board said. The 
N.LC.B. figured that roughly 
two-thirds of all steel shipments 
go to metal fabricators, and the 
reduction in their demand rep- 
resented almost 70% of the total 
decline of steel shipments from 
the first quarter of 1957 to the 
first quarter of 1958. 

Steel consumed by metal fabri- 
cators began to exceed steel 
shipped to them in the second 
quarter of 1957. 


Cutting Machine Orders 
Drop Below April 


Cleveland — Net new orders 
for cutting type machine tools 
dropped again in May from 
April _ totals. May orders 
amounted to $21.5 million com- 
pared with $22.8 in April. The 
May figure also was off almost 
SO% from a year ago. 

Total orders for cutting and 
forming type machine tools eased 
in May to $28,050,000 from 
$28,250,000 the previous month 
while total shipments slipped to 
$50,350,000 fro m$51,200,000 
in April. 


Emery Offers Air Map 
Of U. S. and Canada 


New York—Emery § Air 
Freight Corp. offers a new map 
of the U. S. and Canada showing 
503 principal airport cities along 


the nation’s major air freight 
networks. 

The map is intended for use 
by purchasing agents, traffic 
managers, and expediters con- 
cerned with on-time delivery of 
parts, products, and materials. 

Copies of the 24x34-in. map 
may be obtained by writing 
Emery Air Freight Corp., 801 
Second Ave., New York 17, 
nN. ¥. 


Retail Sales Inch Up 


Washington Retail trade, a 
bellwether of the economy, inched 
up slightly in May trom the high 
level of activity in April. 

he Commerce Department, in 
a preliminary report, said con- 
sumers laid out $17.3 billion for 
retail purchases last month. Sea- 
sonally adjusted, this was up one- 
tenth of a percent from April and 
only seven-tenths of a percent off 
May a year ago. 


Uses S.1.C. Manual 
To Guide Cataloging 


Bakersfield, Calif.-—Cataloging 
catalogs is a new project of Paul 
Graham, a municipai purchasing 
agent [01 Bakersfield 

Graham bases his cataloging 
system on the Standard Industrial 
Classification Manual of the U. S. 
Budget Bureau. He discarded 
the usual cross-index card filing 
inefficient. In the twe 
months he has been working on 
the project, Graham has classi- 
fied some 1,200 catalogs under 
the S.1.C. system 

[he usual card index system 
has the disadvantage that a new- 
comer has a hard time because 
he doesn’t know under which 
categories items are filed. But 
on the other hand. Graham says, 
the S.1.C. Manual establishes a 
standard which all P.A.’s and 
their assistants can utilize with 
a minimum of misunderstanding. 
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No matter who you are... 
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the easiest way to get 
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cotton towels, uniforms & linens 
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is to call your Linen Supply Man! 


Pe You only call once to arrange for regular, 
(—\/ aan \“~a \ dependable delivery of all your linen 
sf | . ya y a requirements. You get the luxury and 
‘ein ) quality of cotton cloth. (And, of course, 
a a, there is no substitute for cloth.) 
| pal \ The nearest Linen Supplier is no further 
Look in the Yellow Pages \ away than your telephone. Call today. 
} under’Linen Supply’ | 
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Note: No investment, no maintenance, 
no inventory. Everything is furnished 
and serviced by your linen supplier, at 
low cost, and tailored to your needs. 


ASSOCIATION OF AMERICA 


and National Cotton Council 
22 W. MONROE ST., CHICAGO B, ILL. 
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jie-cast motor shell 


n ball bearings 


Reversible Screwdriver 143 SR speeds assembly 
and disassembly operations. Rear toggle 


S 


Grinder, PG 506S; a 


Flexible Shaft Machine 8 FGP for 


to boost job efficiency 
with REMINGTON tools 


uick-release trigger lock 
SSeS 


Capacity 
wt. 3', Ibs 


impact Wrench W-120 has reversible 


grinding or sanding has full 360° swiv- wheel capacity; 6,000 rpm at 90 psi; AC-DC, 4-amy motor. Capacity 
eling pedestal base, 6’ shaft, 3-HP governor holds even speed; steel 2"; speed: 1,900 rpm free; 1,400-rpm 
motor geared to operate at 4,500rpm. motor housing takes rough handling. load. Cuts job time in maintenance 
‘ # 
Powerful, rugged, ecasy-to- ~ 
: v4 

handle—Remington Powel! 
Tools help you boost out- “J 

< We 
put and ease the tough jobs. 8 


They're precision-built 
for long service and mini- 
mum maintenance, Your 
Remington distributor 
stocks and services the in- 
dustry’s widest selection of 
quality power tools and 


torque ;capacity : 3s el, yw 
Powerful 5-amp., AC-DC motor 
parts, nd needie bearines: net 8! 


CHOOSE THE POWER MOST 


EFFICIENT FOR YOU. REMINGTON 
POWER TOOLS ARE AVAILABLE IN 


Heavy Duty 3%” Drill 384 has high 


emington 
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Polisher, 57P: 
j speed 1,4 rpn 
31] rpn amp., AC-DC t 1] 


. on? 
Vv Peavy y 


AIR - ELECTRIC - GASOLINE- 


Salb 
DRIVEN MODELS a 
MALL TOOL COMPANY f Remington Arms Company 

FREE CATALOG -caccc RS 

MALL TOOL COMPANY P\\ 
Send for illustrated cat- Division of Remington Arms Company, Inc. 
alog showing complete Bridgeport 2, Connecticut 
line of Remington Con- Please send—without obligation—FREE catalog o1 


tractor& Industrial Tools 
with specifications and 
performance data. Mail 


Name 


Remington Contractor & Industrial Tools 


the coupon —there’s no 


obligation 


Company 


Specifications subject to 


Addr SS 


change without notice. fe 
> City 


Zone State 
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330 West 42nd St., New York 36. N. Y. 


MceGRAW-HILL‘S NATIONAL NEWSPAPER OF PURCHASING 


Smart Buying to Match Smart Selling 


Print Order This Issue 26,640 


P.A.’s Can Turn ‘Hard Sell’ into ‘Smart Sell 


Chey say there’s a great similarity between purchasing agents and salesmen. 
In fact, we've all heard it said many times that a good purchasing agent is also 
a good salesman. You might find some who will argue with you on this. But 
even those who object will agree that they are affected by the manner in which 
salesmen operate. 

It is for this reason that we were impressed by the July editorial written by 
another McGraw-Hill editor, Walter Crowder of INDUSTRIAL DISTRIBUTION. 
Wouldn't it be nice if salesmen took his advice? 

“In these parlous times it seems fashionable for critics of the industrial 
scene to call for salesmen to sell harder. ‘Hard sell’ days are upon us, these 
critics cry, and it’s high time salesmen did something about it. Invariably, 


Al let 


C8 


‘La AES CHM 


Pl 


Que 


pro 
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the ‘something about it’ resolves itself to beating the bushes, pounding the 
pavements, and employing high pressure strategy. \. 
“I'd like to take issue with this line of thinking. I suggest salesmen, and a 
management, soft-pedal the ‘hard sell’ and concentrate on the ‘smart sell. 

Certainly the days of dropping in occasionally, picking up orders, and chewing 
the fat about baseball are passé. . . . , sho 
“Smart sell requires intelligent planning for more effective calls. Salesmen Y F I] -Up F | sis 
should ask themselves: ‘Where can I spend my time profitably?” “What can our 0 ow | e my 
[ offer on every call that will benefit the buyer?’” 
You're going to have to look far and wide to find a single buyer who will A.S.A. Official Write Mr. Frankel, the 
disagree with the suggestion that salesmen have something to offer of benefit . ; pul 
to buyers. But then, there’s another side to the coin—the buying side. Adds Information The President wit 
Salesmen just automatically will have more to offer you in the way of bene- New York Chicago, Til. ~ 


fits if you build a reputation among salesmen as a smart buyer, not a hard 
buyer. Remember, in interviewing salesmen you set the pace. If you are 
responsive to small talk, it’s for sure you will be hearing chatter on baseball, 
fishing, etc. If you're insistent upon facts, figures, and suggestions that help 
your company, salesmen will come up with them. 


P.A.s Be Independent but Not Aloof 


Having just observed the Fourth of July, legally known as Independence 
Day, we are all very conscious that independence is one of our most cherished 
possessions. Maybe, therefore, this is a good time to sit back and note 
that there is a big difference between independence and aloofness. As a 
nation we achieved independence through our forefathers cooperating with 
each other. 


We believe that purchasing departments are entitled to a_ healthy 
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[he round-up article on pages 14-15 
of your June 16 issue (“*Big View’ of 
Standardization Presented for P.A.’s”) 
is certainly one of the most compre- 
hensive articles I have seen done on 
the over-all subject of industrial stand- 
ardization. Purchasing agents all 
around the country will doubtless deal 
a solid round of applause for such an 
orderly and interpretive presentation 
of a difficult subject. 

Naturally, we are pleased to see the 
American Standards Association ex- 
plained so well to such a large and im- 
portant audience. The only sugestion 
| can offer is that which could bring 
out more clearly the function of a 
general conference. 

When A.S.A. receives a request that 
a standards project be given consider- 


| appreciate very much your re- 
plies to inquiries of items shown or 
described in PURCHASING WEEK. 

| believe everyone in the purchas- 
ing category is indebted to your fine 
magazine and once again we would 
appreciate it if you would come up 
with an answer to our inquiry about 
Gaylord’s Packaging Corp. announc- 
ing a new concept in hamburger pack- 
aging at a recent packaging exhibit 
for restaurant take-out orders and 
spectator sporting events which they 
say keeps the hamburgers warm and 
easier to handle. 

Could you please give us the name 
of the person and the address to write 
to regarding this item. 

H. A. South 
Assistant Purchasing Agent 


the 
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will not only deprive you of your independence but is also likely to deprive cedure has been the springboard for ‘ai 
you of the important position you now hold. ‘hing a considerable portion of . . . 

' launching a we sll Wants to Buy Filming Amine the 

our more than 400 projects. an 

The story carried on page one ot Syracuse, N. Y. tec 

Purchasing Week Staff the same issue on the container project W e are interested in purchasing for ni 
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(“A.S.A. Group Eyes Shipping Con- 
tainer Size’’) illustrates the sequence of 
a general conference, approval of the 
need for a standards project, the refer- 
ral of such approval to the appropriate 
standards board, and the authorization 
of a new national standards commit- 
tee by the board. Foundation of each 
step is the principle of consensus. 

A definition of standardization 
which was used by the Encyclopaedia 
Britannica in a number of its editions 
is “the establishing, by authority, cus- 
tom or general consent, of a rule or 
mode! to be followed. In its broadest 
sense, standardization applies not only 
to such matters as weights and meas- 


resale a good filming amine that is 
used in the prevention of corrosion in 
steam and condensate return lines. 

We are an industrial water treating 
firm, but do not have one of these 
available for our customers at the 
present. 

There are several national concerns 
that we understand hold patents. 
Could you give us the names of any 
possible companies that would sell to 
us for resale? 

Robert E. Hamilton 
Vice President 
E. A. Hamilton Co., Inc. 
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PURCHASING WEEK Asks You... 


How can the quality of programs at 
purchasing agent meetings be improved? 


Question asked by: K. A. Cruise, Material Manager 
Bendix Aviation Corp., Kansas City 


R. C. Allen 
The Macallen Co., Inc., 
Newmarket, N. H. 


“On a local level, three meetings a 
year generally include speeches from the 
national president, the district vice 
president, and the national secretary- 
treasurer. Their messages can be di- 
rected to us through our national pub- 
lication. With these openings the follow- 
ing programs would in my opinion up- 
grade our limited schedule of meetings: 
1. A panel discussion with members of 
a local sales executive group. 2. Short 
dissertations of a current purchasing 
problem by local association members. 3. A speech from a busi- 
ness executive directed to small purchasing departments.” 

\. H. Dietze 
Eberhard Faber Pencil Co 
Wilkes-Barre, Pa. 


“The first move rests on members’ 
shoulders. If they would inform the pro- 
gram chairmen as to their feelings con- 
cerning various programs, it would be 
a helpful guide. Once a program theme 
is selected, future plans and projects for 
the full year for at least one phase of the 
purchasing function such as. relations 
with other departments, legal aspects, 
etc., might offer some improvement.” 


G. H. Transou 
R. J. Reynolds Tobacco Co 
Winston-Salem, N. C. 


“They can be improved by positive 
and careful planning to present only 
speakers that have dynamic and well 
founded information and guidance to 
offer. An advanced four-quarter course, 
“Principles and Techniques of Purchas- 
ing’ has gained support in our Caro- 
linas-Virginia Association. It will have 
two-hour morning-afternoon sessions on 
the first day of our quarterly meetings.” 


H. E. Cross 
U.S. Pipe & Foundry Co., Birmingham 


“The N.A.P.A. is aimed at improving 
the purchasing man’s status through ed- 
ucation and close contacts with others 
in his profession. Often program chair- 
men for local associations fail to take 
this into consideration. Programs con- 
taining information that will improve 
the buyer's knowledge of commodities 
and equipment, and furnish him with 
techniques that will assist him in saving 
money are the type purchasing wants.” 


Louis Siegel 
Levinson Steel Co. 
Pittsburgh 


“It is my opinion that the greatest im- 
provement can be made by greater em- 
phasis on the selection of speakers. Top 
men from purchasing, management, 
sales, economics, and labor should be 
invited to address meetings. In that way, 
purchasing men can get a_ broader 
knowledge of ideas and views that can 
help them offer a greater contribution 
to the management team.” 


J. M. Stevens 
B. A. Ballou & Co., Inc.. 
Providence, R. I. 


“The ideal meeting blends the fel- 
lowship and work aspects of N.A.P.A. 
Benetits from local meetings are in di- 
rect proportion to our contribution to or 
participation in them. With enrichment 
of the individual purchasing agent as our 
goal, we strengthen our entire organiz- 
ation. Subject matter should be planned 
to send each of us away satisfied that 
we have learned something from or con- 
tributed to the program.” 
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Buffalo” 108” 
Package Propeller Fan 


For small duct-mounted venti- 
lation systems, where economy 
is important, but the quiet 
performance of the finest 
“Buffalo” Fans is desired, there 
is no substitute for Belted Vent 
Sets! Simple package installa- 
tions. Ruggedly constructed. 
Adjustable capacity provides 
money-saving flexibility. 
Capacities to 20,000 cfm. For 
indoor or outdoor installation. 
Write for Bulletin 3720. 


Style “H” Sky-Vent 


174 Mortimer Street 


INDUSTRIAL EXHAUSTERS BELTED VENT SETS 


Purchasing Week 


THREE VENTILATION VALUES 
TO MEET MANY REQUIREMENTS 


NOTE: All “Buffalo” Fans have the well- : 
known “Q” Factor, or built-in Quality 
which provides trouble-free satisfaction 
and long life. 


Your top ventilation value 
for wall, window or overhead 
mounting is a “Buffalo” Pack- 
age Propeller Fan! Economical 
in first cost, installation and 
operation, this line is built 
with all the precision and 
durability of other “Buffalo” 
Fans. 24” to 120” sizes to give 
you all the quiet, efficient ven- 
tilation you need. Write for 
Bulletin FM-315. 


“Buffalo” Belted Vent Set 


“Buffalo” Sky-Vent® Power 
Roof Ventilators are used 
in many modern plants 
for exhausting large areas 
without the expense of 
ducts and without taking 
up productive space. Com- 
plete package units, in- 
cluding hood, housing, 
fan, wiring and roof 
curbing Write for Bulletin 
FM-2345, 


BUFFALO FORGE COMPANY 


« Buffalo, N. Y. 


Canadian Blower & Forge Co., Kitchener, Ont. 
Sales Representatives in all Principal Cities 


PROPELLER FANS “E’’ BLOWERS-EXHAUSTERS 


1] 


~ 
™~s 
PHOTO-ILLUSTRATED UNCRATING DIREd ONS rep 
structions. System speeds receiving, avgds packi 


Industrial 


' 
| 


Photograp 
Has Maay 


Monsanto Chemical Co.’s Queeny plant. Platform foreman shoots 
photos in boxcar. Polaroid pictures at left, developed in one minute, 
show receiving P.A. that damage is fault of carrier, not Monsanto. 


Si i , a 
- Of He | t é 
PHOTOS ATTACHED TO SHIPPING PAPERS prove proper loading at 


3 


IN THE PLANT, PHOTOGRAPHY AIDS INSPECTION of used parts. Camera makes lantern COMPLICATED TOOL SETUP may take hours to arrange first time. But photo HIGHPE'D PH 
slide pictures which, projected on a wall, show up tiny imperfections in heavy metal casings. record made by small Kodak shortens time required for subsequent setups. came/f$ an a 
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ARGE KNO 
WiTeH O1yvere 
GRAIN WHIC 

WEAKEN BOAF 


SMALL SPuiTs 
| or SHAKES 

NOT MATE RI AMOUNT ©. $3 
WEAKENING Tole YWYWANE ON 

BcoARO ee, SIDE ONLY 
O.K. 


O.K 


ReasonaBle 


ReasONABLE 
AMOUNT OF 
BARK ON OWE 
SIDE ONLY 

OK. 


4 y a te 
DAMAGED CAN 
AS- RECEIVED 


ae “. ‘are 


ONS replace complex printed in- DAMAGE CLAIMS BACKED BY A PHOTO go through quickly, without question. NO GUESSWORK ALLOWED in inspection of variable-quality pur- 
ds packing-tool damage to goods. Filed duplicate print is permanent record, forming basis for vendor evaluation. chases when photo shows receivers complete specifications. 


QUALITY-CONTROL LAB. GETS PERMANENT RECORDS with Fairchild-Polaroid WELDS ARE X-RAYED by Eastmon Kodak radiography 


‘ 


Oscilloscope camera. Photos back buyer’s recommendations to management. unit. Nondestructive testing is ‘‘must’’ for incoming items. 


SHPE'D PHOTOGRAPHY records details of metal’s reaction to heat of welder’s torch. Modern ASSEMBLING COMPLEX EQUIPMENT is faster, surer when large “‘how-to’’ photos are 
nef$ an analyze situations too bright, too dark, or too fast-moving to be seen by human eye. | delivered with new machines. Photos also help P.A. in inventorying and reordering. 
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This Changing Purchasing Profession . . . 


—_——A P.W. Profile 
Miss Shortle, 1-Woman P.A. Unit, 


Purchases for Peters Sausage Co. 


A PRODUCT is no better than mate 


rial that goes in. That’s why P.A. 


Shortle pays much attention to meat going into frankfurters on rack. 


Purchasing Agent Lucille 
Shortle is a one-woman purchas- 
ing department in an unusual 
field. Some of the commodities 
she buys may still be alive and 
kicking when ordered. But how 
well she has succeeded in this 
different field has been recognized 
by her recent promotion to vice 


president and director of her 
company. 

Miss Shortle is Chief P.A. at 
Peters Sausage Co., Detroit. 


Mainstay of her buying is, of 
course, meat, and animal prod- 
ucts. Sometimes this can be a 
trying field for a woman. She 
joined the Sullivan Packing Co., 
Detroit, in 1923. That, says Miss 
Shortle, was one of the toughest 
times: 

“From the beginning, I spent 
a lot of time watching plant op- 


erations—trom the killing of the 
animal, to final product process- 
ing. If I had left after I saw the 
first animal killed, | would never 
have gone back. But I stayed 
and after the first shock I became 
used to the idea.” 

Miss Shortle left Sullivan Pack- 
ing in 1929, switching to Detroit 
Packing Co. Then in 1945 she 
joined Peters Co. 

Although she concentrates on 
the uses, qualities, and textures 
of meats, Miss Shortle also buys 
office equipment and _ factory 
equipment for Peters. She han- 
dles the purchasing job unas- 


sisted. In her absence the 
company president, Harold 
Peters, assumes the — buying 


chore. As one of her co-workers 
says, “Lucille Shortle has a driv- 
ing energy and fearful stamina, 


but is still never too busy to co- 
operate with those — seeking 
advice.” 

Being one of only a few women 
meat buyers in the Middle West, 
she is often asked how this af- 
fected her work. She explains 
it this way: 

“At first | ran up against the 
familiar discrimination. Women 
arent easily given credit for 
knowing the workings of a na- 
tion-wide livestock market, or 
for knowing grading and procure- 
ment of good meats. 

“But things have changed in 
recent years. The men I work 
with know I’m experienced at the 
meat-buying game. Nowadays, | 
find no anti-female resentment 
among my fellow-workers.” 

Miss Shortle carries her ad- 
ministrative talents into out-of- 
company activities too. She is a 
member of the Advisory Com- 
mittee of the Manufacturers 
Cooperative Assn. of Chicago, a 
Division of the American Meat 
Institute. This committee is com- 
posed of purchasing agents from 
large and small meat companies 
throughout the country. Miss 
Shortle is one of two women on 
the committee. 

She is also an officeholder in 
the Women’s Division of the 
Purchasing Agents Assn. of De- 
troit. As chairman of the Mem- 
bership Committee, she recruits 
and screens prospective women’s 
Group Members. 


H. P. Griffin, purchasing ex- 
ecutive at Dennison Mfg. Co., 
Framingham, Mass., retired June 
30. He joined the firm in 1915 
as a sales representative. An ac- 
tive member of the New England 
Purchasing Agents Association, 
he served as a director for two 
years 


Effective July 1 at Western 
Maryland Railway Co., Balti- 
more, Md., these changes will 
take place: J. S. Eaton, from as- 
sistant to general purchasing 


c 


agent to assistant general pur- 
chasing agent; W. F. Valentine, 
from lumber agent to buyer; A. 
L. Lindgren, from scrap and old 
materials clerk to buyer; and W. 
R. Smith, from assistant chief 
clerk to purchasing assistant. 


JACK W. HARTUNG has been ad- 
vanced to director of purchases 
by St. Regis Paper Co., New 
York. Hartung joined the firm in 
1941 and had served as man- 
ager of the purchasing depart- 
ment since April 1955. 


aul F. Daugherty has been 
named purchasing agent for Win- 
ter Seal Corp. He was formerly 
with Eureka Vacuum Cleaner Co. 
and the Chamberlin Co. of 
America. 


A. G. Kroos, director of pur- 
chasing for Kohler Co., Kohler, 
Wis., has been elected a 
president of the firm. 


vice 


H. Gordon Ainslie has been 
assigned the new title of vice 
president-purchases at  Barde 
Steel Co., Seattle, following the 
firm’s reorganization of manage- 
ment and ownership.  Ajnslie’s 
duties remain the same. 


H. H. Krause retired June 30 


as general purchasing agent at 
Parker-Hannifin Corp., 


Cleve- 


land, after more than 13 years 
with the company. Krause served 
as president of the Purchasing 
Agents Association of Cleveland 
during 1932-33. 


George A. Markell has been 
promoted to sales manager of 
The Elwell-Parker Electric Co., 
Cleveland. He had been assistant 
sales manager since 1956. 


Donald E. Wright has been 
made district sales manager of 
the St. Louis plant of Hinde & 
Dauch Division, West Virginia 
Pulp & Paper Co., Sandusky, 
Ohio. 


Tom J. Norman has been ap- 
pointed manager of national ac- 
counts and government sales by 
The Firestone Tire & Rubber 
Co., Akron, Ohio. C. E. Baker 
has been named manager of the 
Sacramento, Calif. district. 


Harry G. Boyle has joined Al- 
len B. Du Mont Laboratories, 
Inc., as assistant division mana- 
yer for industrial sales, Industrial 
ind Military Equipment Divi- 
sion, Clifton, N. J., a new post 
He had been with sales manage! 
for RCA’s mobile communica- 
tions equipment. 


Richard B. Davis has taken the 
post of sales manager, Industrial 
Supply Division, Baker & Hamil- 
ton, San Francisco. He formerly 
had been sales manager of the 
Industrial Division, Hendrie & 
Bolthotf Co., Denver. 


V. J. Dolan 


Lockport, N. Y.—Vincent J. 
Dolan, a retired purchasing agent 
for Bell Aircraft Corp., died June 
13. He had been with Bell since 
1935 until his recent illness. 


We'll make §T for you! For 
ona sizes 


Sons Hinge Mfg. Co., 


we 


or special hinges, write or wire: C. Hager & 
1334 Victor Street, St. Louis 4, Mo 


“EVERYTHING HINGES ON HAGER/.’ 


standard (5,000 different types 


Founded 18 49, Every Hager Hinge Swings on 100 Years of Experience 
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in pipelines 
in refining . 


at the refinery. 


film-forming 


Positive protection . 
against corrosion 


in storage tanks... 


even in consumer equipment when added 


Be sure to specify oil-soluble, instant acting, 


UNICOR' 


One of the UOP family of superior additives 
and inhibitors for the petroleum industry. 


UNIVERSAL OIL PRODUCTS 
Z a COMPANY 30 Algonquin Road, 


Des Plaines, Illinois, U.S.A. 
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Meetings You May Want to Attend 


Previously Listed 


Purchasing Agents Association of Florida—é6th 
Annual Purchasing Agents Institute, in coopera- 
tion with the General Extension Division of the 
University of Florida, Colonial Inn, St. Petersburg 
Beach, July 17-19. 


AUGUST 


American Society for Quality Control—Western 
Region, Annual Conference, El Cortez Hotel, San 
Diego, Aug. 7-8. 


Western Packaging and Material Handling Expo- 
sition—Civic Auditorium, San Francisco, Aug. 
11-13. 


Institute of Surplus Dealers—Fall Trade Show, 
New York Trade Show Building, New York, Aug. 
17-19, 


West Coast Electronic Manufacturers Association 

and Seventh Region, Institute of Radio Engineers 
Western Electronic Show and Convention, Pan 

Pacific Auditorium, Los Angeles, Aug. 19-22. 


SEPTEMBER 


Society of Automotive Engineers— Farm, Construc- 
tion and Industrial Machinery, Production Forum 
and Engineering Display, Milwaukee Auditorium, 
Milwaukee, Sept. 8-11. 
National Chemical Exposition——|nternational Am 
phitheatre, Chicago, Sept. 9-12 


American Die Casting Institute——-Annual Meeting, 
Edgewater Beach liotel, Chicago, Sept. 10-11. 


Instrument Society of America—13th Annual In- 
Strument Automation Conference and Exhibit, 
Convention Hall, Philadelphia, Sept. 15-19. 


National Association of Purchasing Agents, 4th 
District—Conference, Severin Hotel, Indianapolis, 
Sept. 18-19. 


The Material Handling Institute Greenbrier 
Hotel, White Sulphur Springs, W. Va., Sept. 22-24. 


Standards Engineers Society— 7th Annual! Meet- 
ing Benjamin Franklin Hotel, Philadelphia, Sept. 
22-24. 


American Mining Congress—Mining Show, Civic 
Auditorium, San Francisco, Sept. 22-25. 


Association of Iron and Steel Engineers—t!ron and 
Steel Exposition and Convention, Cleveland Audi- 
torium, Cleveland, Sept. 23-26. 


National Association of Purchasing Agents, Ist 
District—12th Pacific Intermountain Conference 
Hotel Utah, Salt Lake City, Sept. 26-27. 
National Builders Hardware Exposition Hotel 
Sherman, Chicago, Sept. 29-Oct. 1. 


American Society of Tool Engineers Semian- 
nual Meeting and Western Tool Show, Shrine 
Exposition Hall, Los Angeles, Sept. 29-Oct. 3. 


Fourth Annual Joint Military Industry Packaging 
and Handling Symposium—Washington, D. C., 
Sept. 30-Oct. 2. 


Purchasing Agents Association of Baltimore 
16th Annual Exhibit, Lord Baltimore Hotel, Sept. 
30-Oct. 2. 


OCTOBER 


National Institute of Governmental Purchasing 
13th Annual Conference and Product Exhibit, 
Hotel Statler, Boston, Oct. 5-8. 


National Association of Purchasing Agents, 6th 
District—Purchasing Conference, Sheraton-May- 
flower Hotel, Akron, Ohio, Oct. 9-11. 


National Association of Purchasing Agents, 7th 
District—15th Annual Conference, The George 
Washington Hotel, Jacksonville, Fla., Oct. 12-14. 
National Electronics Conference—Hote! Sherman, 
Chicago, Oct. 13-15. 


Packaging Institute—Annual Meeting, Edgewater 
Beach Hotel, Chicago, Oct. 13-15 


Society of Industrial Packaging and Material 
Handling Engineers—National Industrial Packag- 
ing, Handling and Shipping Exposition, Coliseum, 
Chicago, Oct. 14-16. 


Purchasing Agents Association of Central lowa 
Products Show, Veterans Memorial Auditorium, 
Des Moines, Oct. 15-16. 


National Office Management Association—Mont- 
real Business Show, Queen Elizabeth Hotel, Mont- 
real, Oct. 15-18. 


National Association of Purchasing Agents, 8th 
District—Conference, Mark Twain Hotel, Elmira, 
N. Y., Oct. 16-17. 


Conveyor Equipment Manufacturers Association 
Annual Meeting, Greenbrier Hotel, White Sul- 
phur Springs, W. Va., Oct. 18-21. 


Society of Automotive Engineers——National Trans- 
portation Meeting, Lord Baltimore Hotel, Balti- 
more, Oct. 20-22. 
National Business Show Coliseum, New York, 
Oct. 20-24. 


National Safety Council—46th National Safety 
Congress and Exposition, Chicago, Oct. 20-24. 


Industry Purchasing Management 
Seminar—Purchasing Agents Association of Tulsa 
in conjunction with the University of Tulsa, 
Western Hills Lodge on Lake Gibson, Wagoner, 
Okla., Oct. 22-24. 


American Institute of Supply Associations 


Petroleum 


An- 


American Can Co. Plans 
Data Processing Center 


New York—American Can Co. plans 
to build a data processing center in Edi- 
son township, N. J., for the integrated 
handling of payrolls, inventory control, 
sales statistics, and other information 
from its Canco division plants and offices 
in the Eastern area. 

John McCambridge, comptroller, said 


the one-story fireproof structure, with 
12,000 sq. ft. of floor space, will be 
erected on an eight-acre plot between 
Metuchen and South Plainfield. The 


building is scheduled for completion be- 
fore Jan. 1, 1959. 


U.S. Attacks Oil Industry 
For Setting Crude Prices 


New York—The historical practice of 
oil industry buyers posting their own 
prices for crude is the government’s main 
target in its anti-trust suit against the 
industry. 

Petroleum Week, a McGraw-Hill pub- 
lication, says clues that this is the target 
are quite evident even though it wasn't 
spelled out in the grand jury indictment 
which charged 29 firms with joining in a 
“conspiracy to raise, fix, and_ stabilize 
the prices of crude oil and automotive 
gasoline,” nor in the arraignment of five 
of the firms. 

Essentially, Petroleum Week says, the 
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government claims there is an “absence 
of competition in crude marketing.” But 
just what system of buying crude the 
Justice Department would like to see the 
industry adopt is not clear. 


Universal Controls Div. 
Changes Distributing 


Dallas, Texas—The Telephone Divi- 
sion of Universal Controls Corp., Carroll- 
ton, Tex., which makes equipment for 
existing dial switchboards for direct dis- 
tant dialing, has changed its international 
distribution policy. 

Any customer can now purchase 
equipment through any recognized dis- 
tributor of telephone equipment. Previ- 
ously, Universal had a non-exclusive ar- 
rangement with one of the leading 
distributors of such equipment. 


Bostrom Mfg. Co. 
Announces Name Change 


Milwaukee, Wis.—The Bostrom Mfg. 
Co. has changed its name to Bostrom 
Corp., reflecting the growing diversity of 
the company’s activities. 

Bostrom, manufacturer of knee action 


suspension seating for trucks, tractors, 
and earth-moving equipment, recently 


added polyurethane foam cushioning pro- 
duction, and established the Bostrom Re- 
search Laboratories to study effects of 
vibration on the human body. 


nual Convention, Roosevelt and Jung Hotels, New 
Orleans, Oct. 26-29. 


American Society for Metals — Nationa! Metals 


Exposition and Congress, Public Auditorium, 
Cleveland, Oct. 27-31. 
NOVEMBER 


National Electrical Contractors Association——An- 
nual Convention and National Electrical Exposi- 
tion, Adolphus Hotel, Dallas, Nov. 16-21. 


Instrumentation Conference and Exhibit 
more Hotel, Atlanta, Nov. 17-19. 


Bilt- 


Society of the Plastics Industry — 8th National! 
Plastics Exposition, International Amphitheatre, 
Chicago, Nov. 17-21. 


9th National Conference on Stondards Hotel 
Roosevelt, New York, Nov. 18-20 

National Retail Lumber Dealers Association—— 5th 
Annual Building Products Exposition, Interna- 


tional Amphitheatre, Chicago, Nov. 22-25. 


Meterials Handlin 
tion 


Toronto, Feb. 2-6 


The Automotive Building 


FEBPUARY 


g in Canadian Industry Exposi- 
Exhibition Park 


interest 


36, N. Y. 


List Your Meetings 


Associations, 
committees interested in calling 
the attention of readers of Pur- 
chasing Week to their meetings 
are welcomed to use this column. 
The gathering should be one of 
to 
There is no charge. 

Send announcements to: Meet- 
ings Calendar, Purchasing Week, 
330 West 42nd Street, New York 


societies, and 


purchasing agents. 


choice in V-belts. 


Just make this simple test: Bend a Gates 
V-Belt with concave sides (Fig. 1) as if it 
were going around a sheave. Feel how the 
sides fill out...become perfectly straight 


(Fig. 1-A). 


Note how this belt 


belt life — keeps costs down. 


No. 1 choice of industry... 


the V-belt with concave'si 


It is easy to see why concave sides insure far 
longer belt life...and make Gates the industry’s first 


makes full contact 
with the sides of a sheave ... grips the sheave 
evenly, distributing wear uniformly across 
the sides of the belt. Uniform wear lengthens 


ese** 


4 


With a straight-sided belt the sides bulge out on the bend 
and wear is concentrated on the bulge. Uneven wear shortens 
belt life — increases belt costs. 


Because Gates V-Belts with coneave sides are so univer- 
sally preferred, they are also the most widely available. 
There are Gates distributor stocks in industrial centers 


throughout the world. 


The Gates Rubber Company, Denver, Colorado 


LFatuN 
Gates 
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World's Largest Maker of V-Belts 


ULCO 
ROPE 


TPA 313 


Drives 
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Here's your weekly guide to... 


>. 
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Blister Edge Folder 


Handles Thermoplastic Sheet 


Model 103-B blister edge folder is de- 
signed to fold edges of 0.005 in. to 0.020 
in, transparent blister packages to accom- 
modate a slide-in card. Fully adjustable to 
furnish thermoplastic sheeting of various 
formulations, Model 103-B provides a 
controlled folding cycle enabling operator 
to produce 600 to 800 folds per hour. 
Machine forms a fold in thermoplastic 
sheeting by actually molding the material, 
with heated blade, into desired fold. 

Price: $1,625. Delivery: 1 wk. 

Sheet Plastics Equipment Div., Taber 
Instrument Corp,, 111 Goundry St., North 
Tonawanda, N. Y. (7/7/58) 


Battery-Powered Tractor 
Hauls Live Skids 


Powrworker grip traetor handles skids 
of any standard height. Skid-gripping ac- 
tion is accomplished by a hydraulically- 
Operated jaw which clamps down on top 
of the skid and a notched plate which fits 
under skid. Machine has a drawbar pull 
of 200 Ib. and a breakaway rating of 700 
Ib. It will travel 2 mph. loaded. Forward 
and reverse movement is controlled by a 
butterfly switch in the control head on 
the steering handle. Handle turns 90 deg. 
in both directions. 

Price: $1,644 fob. Battle Creek. Deliv- 
ery: 30 to 45 days. 

Industrial Truck Diy., Clark Equip- 
ment Co., Battle Creek, Mich. (7/7/58) 


Retaining Ring Kit 
Contains 376 Rings 


Retaining ring kit contains 376 
cadmium-plated Truare — retaining 
rings. Sizes are packed individually 
in numbered envelopes. Shaft sizes 
from 44 to 22 in. in the three most 
used Truarce series of internal, ex- 
ternal, and universal crescent ring 
designs. All rings meet the National 
Aircraft Standard, NAS 669° and 
NAS 670. Cadmium plating insures 
all rings will have long life in the 
kit or installed in equipment. 

Price: $34.95. Delivery: immedi- 
ate. 

Bearings, Inc., 3634 Euclid Ave., 
Cleveland 15, Ohio (7/7/58) 


Jib Crane 


Reaches Into Box Car 


Jib crane eliminates jump 
boards and is unaffected by 
differences in car height. It 
can be used to sort heavy 
articles on the warehouse 
floor within radius of the 
boom and pull the car along 
siding. Swivel fairlead per- 
mits directional loading. 

Price: from about $3,500. 
Delivery: immediate. 

Young Iron Works, 2925 
Ist., Ave. S., Seattle 4, Wash. 
(7/7/58) 
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Air Drill 
Inhales Dust and Chips 


No. 15-DL utility drill sucks in 
drilling dust through hollow drilling 
steel with dust moving out ports in 
the back head of the tool and into 
special dust-extracting tanks. Drill is 
teamed with No. 50 dust extractor, 
which consists of plastic dust col- 
lecting and air filter tanks mounted 
on a Cart. 

Price: S505 (combination § drill, 
extractor), $315 (drill alone), $210 
(extractor alone). Delivery: imme- 
diate. 

Thor Power Tool Co., Prudential 
Plaza, Chicago 1, Hl. (7/7/58) 


Lubricator 
is Air-Actuated 


Automatic trolley wheel 
lubricator provides positive 
lubrication to every wheel on 
both sides of track without 
stopping production _ line. 
Open air valve and air-ener- 
gized couplers engage the 
passing trolley wheels to de- 
liver measured amount of 
lubricant. 

Price: $7 
livery: immediate. 

Alemite Div...  Stewart- 
Warner Corp., 1826 Diver- 
sey Pkwy. Chicago 14, Ul. 
(7/7/58) 


25 to $735. De- 


Standard Notching Units 
For Notching Sheet Materials 


Standard units notch sheet materials up 
to a capacity of 's in. mild steel. Units 
are available for rectangular or “vee” 
edge notching; for radius notching; or 
in any irregular shapes within the phy- 
sical limits of specific models. Rectangu- 
lar sizes range from 1!2x1 in. to 3x8 in. 
3x3 and 5x5 in. 90 deg. corner notching 
units with removable punch and die 
blades are available. They can be re- 
versed so both cutting edges can be used 
before regrinding is necessary. 

Price: $166 (1x1 in.), $318 (3x8 in.) 
fob. Akron, N. Y. Delivery: immediate. 

Wales-Strippit, Inc., 231 South Buell 
Rd., Akron, N. Y. (7/7/58) 
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New Products 


Vertical Profiler 
For Automatic 360 Deg. Profiling 


Magnespark profiler operates from 
a sheet steel profile template to pro- 
duce any two-dimensional straight 
line or irregular contour shape with 
speeds up to 60 in. per min. Magne- 
spark’s accuracy is attributed to ex- 
treme tracer sensitivity coupled with 
backlash-free drives to the table and 
spindle slide. Two spark gap pickups 
in the tracing head are so sensitive 
that it takes only 0.0002 in. stylus de- 
flection to activate table and slide. 

Price: $19,800. Delivery: 8 wk. 

Pratt & Whitney Co., Inc., West 
Hartford 1, Conn. (7/7/58) 


Chart Layout Board 
Lit by Neon Light 


Board facilitates the draw- 
ing or scribing of chart lay- 
outs up to 14 in. in dia. or 
11x14 in. rectangular. Board 
may be used with any chart 
layout material from 0.030 
thick plastic to 's in. glass. 
Interchangeable scales _per- 
mit direct layout of blue print 
dimensions. 

Price: $350. Delivery: im- 
mediate. 

Optical Gaging Products, 
Inc., 26 Forbes St., Roches- 
ter, N. Y. (7/7/58) 


Transistorized Dc. Supply 


For Use in Computers 


Precision-regulated power package 
provides 28 v. of dc. power, 0 to 5 
amp., and operates from any 115-v., 
single-phase, 60-cycle power source. 
Equipment features 0.1° voltage 
regulation from no load to full load 
with = 10°¢ change in input, and only 
C.1%c peak-to-peak ripple. Voltage 
drift per degree centigrade rise in am- 
bient temperature is about 0.01%. 

Price: $495 (single unit). Deliv- 
ery: about 12 wk. 

General Electric Co., 300 S. Strat- 
turd Rd., Winston-Salem, N. C. 
(7/7/58) 


Drill and Tool Holder 


For Screw Machines 


Drill and turning tool 
holder is used to add a light 
turning or facing operation 
when the turret is full, to pro- 
vide a chamfer or sizing turn 
combined with a drilling or 
reaming operation. 

Price: $27.50 (size +00), 
$32.50 (#0), $37.50 (+2). 
For Brown & Sharpe screw 
machines. Delivery: imme- 
diate. 

American Cam Co., Ine. 
P.O. Box 2106, Hartford, 
Conn. (7/7/58) 


Purchasing Week 


delivery 


Another PURCHASING WEEK service: Price and 
data with each product description. 


Rubber-Lined Pumps 
From 2 hp. To 20 hp. 


Camac centrifugal pumps 
cover the range from 10 to 
1,200 gpm. at heads of from 
15 to 120 ft. Pumps are so 
constructed that no metal is 
in contact with the acid be- 
ing pumped. Pumps can be 
disassembled for repair with- 
out disturbing piping. Suc- 
tion and discharge flanged 
nozzles are located on cast- 
iron head. 

Price: from $275. Deliv- 
ery: immediate. 

Carl Buck & Associates, 
Essex Fells, N. J. (7/7/58) 


Electronic Recorder 
Records Up to Four inputs 


Universal electronic circular chart re- 
corder can record a maximum of four 
linear or non-linear inputs. Recorder 
utilizes a cam in all its electronic receiver 
units which can correct for nonlinearity 
of input signals. Two receivers are avail- 
able. Transmitters are used for pressure, 
temperature, flow, liquid level, etc. Sec- 
ond receiver is a slidewire type receiver, 
also with cam, used in ac. resistance 
bridge measurement as well as dc. po- 
tentiometer type circuitry. 

Price: from $674 (with flow transmit- 
ter). Delivery: about 10 wk. 

Hays Corp., Michigan City, Ind. 
(7/7/58) 


Curve Crown Pulley 
With Single Seam 


Crown pulley is round- 
rimmed and 100% welded 
on both the outside and in- 
side for maximum strength. 
Pulley has a squeeze-lock 
hub which transfers loads 
from shaft to hub and from 
hub to rim and yet eliminates 
weldments between hub and 
pulley end plates. 

Price: S50 to $1,500. De- 
livery: immediate. 

Stephens - Adamson Mfg. 
Co., Ridgeway Ave., Aurora, 
Hl. (7/7/58) 


Steel Strapping Tool 
Fully Powered 


A4 pneumatic steelstrapper provides 
power for every operation after the strap 
is inserted. Combination tool combines 
tensioning, sealing, and cutting, all with 
full power. Each strap is power applied to 
the same predetermined tension by means 
of a throttle on the handle. Another con- 
trol on the same handle produces a sealed 
joint and cuts the strap flush with the 
seal. Steelstrapper can be used in any po- 
sition to apply either vertical or horizon- 
tal straps. 

Price: $460. Delivery: immediate. 

Acme Steel Co., 135th St. & Perry 
Ave., Chicago 27, Ill. (7/7/58) 
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This Week’s 


Product 
Perspective 


Industry is turning to adhesives more and more in its search 
tor better ways to join materials. 

No one adhesive does all jobs. But users faced with tough 
bonding problems have an excellent chance of getting the right 
adhesive mixed from known components. For one thing, manu- 
jacturers are more than willing to exchange their extensive know 
how with the user. And they are steadily researching improved 
adhesives. 


High-strength adhesives (phenolic elastomers, epoxy, vinyl- 
phenolics) are growing in importance for structural joining of 
steel, stainless steel, aluminum, copper, magnesium, titanium. In 
some applications (bonding thin sheets) the adhesive is stronger 
than the metal itself. 

Here are some problem situations where metal-to-metal adhe- 
sive bonding shines: 


® Dissimilar metal joints sometimes corrode because of electro- 
chemical action. Adhesives separate the metals in such a joint, 
reduce the possibility of corrosion. 

e Adhesives can combine a sealing function with a joining 
function. 

¢ Adhesives permit the design of smooth joints. 

e Adhesives transfer stresses from one member to another 
better than mechanical fasteners. Thus they can be made to 
reduce fatigue failure in critical assemblies. 

© Adhesives can replace solder in some points where soldering 
temperatures cause distortion of the parts being joined. 

aa -_ s 

Adhesives have made possible the extensive use of sandwich 
construction. They're being used to bond face material to honey- 
comb, or other types of cores. A house trailer manufacturer, for 
instance, bonds plywood floor panels to a wooden frame. His 
chief advantage: adhesives eliminate nailing, save time. 


Packaging has come to be intimately tied up with adhesives. 
Boilable food packages, film and foil laminations, blister and skin 
packages, and weatherproof cartons are some new packages 
fostered by adhesives. 

Hot-melt adhesives—supplied either in rope or granular form 
are speeding up gluing of bags, cartons, and other containers. 
Close control of the application of glue is also a feature. 

Laminating the hard-to-glue materials has gotten a big boost 
from recent developments of adhesion promoters or primers. 
They've let packagers make durable and economical laminations 
of polyethylene to paper, foil, and other plastic films. 


Some of the strongest adhesives are made from epoxy resins. 
But a chemical activator, or catalyst, is needed ot harden the 
epoxy. The activator has to be carefully mixed with the resin 
just before use. Working life is limited to 30 min. to 2 hr. These 
two-part adhesives are generally limited to short production runs. 

Now a new family of epoxy adhesives does away with the acti- 
vation step. They can be used just as they come out of the can, 
have unlimited working life, and are suitable for volume produc- 
tion runs. Minnesota Mining & Manufacturing Co. makes the 
new epoxies. 


Foamed adhesives might cut bonding costs according to Arthur 
D. Little, Inc. Foaming increases the adhesives volume four to 
five times. In such a form less adhesive is needed while bond 
strength is improved. ADL says most types of adhesives can be 
foamed 


You wouldn't think the incandescent light bulb could change 
much. It hasn’t for more than 25 years. 

But Westinghouse Electric Corp. has just announced a radical 
departure from the bulb’s familiar shape. It’s somewhat cylin- 
drical and offers more surface area within the same volume com- 
pared with conventional light bulbs. 


Westinghouse’s announcement helps prove that you will find 
progress even in the most unexpected places. It takes an alert 
purchasing executive to keep up with the ever-changing products 
put out by industry. The thing to remember is that they’re not all 
change for change sake. Westinghouse’s new shape in light bulbs, 
for instance, permits a more diffuse light output. 

There are benefits to be had, but you will have to search them 
out. One way to ease the job of staying informed is through 
PURCHASING WEFKk’s new-product clipping feature. The details 
are on top of page 16. A file of these might well start you on the 
way to becoming your company’s source for product information. 
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Profitable Reading for P.A.'s 


“Reading Maketh a Full Man’—Bacon 


Numerical Controls 
Impact on Purchasing 


Numerically Controlled Machine 
Tools. By H. Clifton Morse and David 
M. Cox. Published by Cox & Cox, Man- 
agement Consultants, 333 North Mich- 


igan Ave., Chicago 1, Ill. 200 pages. 
Price: $25. 
Consultant’s report analyzes 


the implications for management 
of numerical controls. The 
authors feel that the entire con- 
cept of manufacturing strategy 
is being changed because of the 
advent of electronic machine 
tools (P.W. Mar 10, p 22). They 
predict that by 1963 at least half 
of all new machine tools will be 
electronically controlled. 

The affect on key departments 
is discussed. Purchasing comes 
in for some close scrutiny. Within 
purchasing’s area of responsi- 
bility numerical control is ex- 
pected to: 


e Require new make-or-buy 
criteria. 
eImprove vendor and_ sub- 


contractor relationships. 

The authors recommend that 
purchasing sit in on the original 
investigating group to study and 
evaluate the mew machines. 
General functions of a purchasing 
department are spelled out and 
the impact of numerical control 
on each function is discussed. 

The report translates a techni- 
cal subject into the non-technical 
language of management. Besides 
purchasing these basic manage- 
ment areas are explored: 

e Productivity. 

© Profits. 

e Product pricing. 

© Cost controls. 

e Long-range planning. 

e Manufacturing, management, 
and marketing strategy. 

e Organizational structure. 

@ Management decisions. 


PLASTIC 
COATED 
TUBING ij 


“Turbo Plastic and Coated In- 
sulation Tubing” is title of 4-page 
publication. It includes samples, 
applicable specifications, operat- 
ing temperatures, available sizes, 
standard colors stocked and a 
general description of Turbo 
plastic and coated insulation tub- 
ings. Copies can be obtained by 
writing William Brand & Co., 
Inc., Willimantic, Conn. 


Aluminum stack racks are de- 
scribed in 8-page bulletin, No. 
GEA-6796. It provides detailed 
information on selection, applica- 
tion, installation, and protection 
of stack rack capacitor equip- 
ments. It also includes pictures, 
charts, dimensional drawings, and 
tables on ratings and weights. 


Purchasing Week 


from 
Schenec- 


obtained 


Co.., 


Copies can be 
General Electric 
tady 5, N. Y. 


“Factors to Consider in the Selec- 
tion and Application of Auto- 
matic Transfer Switches” is title 
of booklet, No. 596R1. It dis- 
cusses such requirements as in- 
rush capacity, continuous duty 
rating, rapid transferral of load, 
high thermal capacity, and abil- 
ity to withstand electromagnetic 
effects, and various structural and 
operational features. Booklet is 
available trom Automatic Switch 
Co., Florham Park, N. J. 


Portable two-way radio with 
completely transistorized receiver 
is described in bulletin, No. ECR 
566A. It covers sensitivity, re- 
ceiver design, audibility, standby 
drain and field servicing. It also 
shows the versatility of the new 
portable in various types of ap- 
plications in 25-54 me. or 144- 
174 mc. Copies can be obtained 
from General Electric Communi- 
cation Products Dept., Syracuse, 
N. Y. 


“Service Station Lighting and 
Wiring” is title of 24-page bulle- 
tin, No. 2704. Listings of Con- 
dulets and floodlights are com- 
bined with recommendations for 
electrical installations in con- 
formance with the National Elec- 
trical Code, providing useful in- 
formation for planning efficient, 
economical service station light- 
ing and wiring. Bulletin is avail- 
able from Crouse-Hinds Co., 
Syracuse 1, N. Y. 


“Hand Trucks—facts and fac- 
tors” is title of 12-page brochure. 
Selection of the right truck for the 
job, determining correct truck 
capacity for loads to be handled, 
and other factors such as choos- 
ing between pallets or platform 
loading are thoroughly covered. 


The difference between single- 
stroke and double-stroke hand 


trucks is also explained along 
with features of different wheel 
types. Copies are available from 
Automatic Transportation Co., 
149 West 87th St., Chicago 20, 
il. 


Electro Clutch is described in 
20-page catalog, No. 6304-1A. It 
gives examples of actual applica- 
tions, provides data and specifica- 
tions on the complete line of 
clutches, and summarizes general 
application information. Clutch 
accessories and accessory parts 
are also described and _ priced. 
Copies can be obtained from 
Transformer and Rectifier Div., 
I-T-E Circuit Breaker Co., 19th 
and Hamilton Sts., Philadelphia 
30, Pa. 


Master switches are described in 
8-page bulletin, No. S701A. 
contains voltage ratings, applica- 
tion photos, contact arrangements 
and action, outline diagrams, list 
prices, and other ordering infor- 
mation. It also presents design 
features and engineering data on 
a complete line of switches. Cop- 
ies are available from Furnas 
Elecertic Co., 1134 McKee St., 
Batavia, Ill. 


“The Facts About Cemented Ox- 
ide” is title of new 1958 folder. 
The folder includes full price lists 
for grade 0-30 cemented oxide 
inserts, blanks, and cylinders. 


Product data, application sheets 
and technical information sheets 
also are given. Copies are avail- 
able from Metallurgical Products 
Dept., General Electric Co., De- 
troit 32, Mich. 


“Farrel Heavy-Duty Roll Grind- 
ers” is title of bulletin, No. 120. 
It contains tables of general spe- 
cifications, dimensions, and 
weights for all six sizes available. 
It also gives photographic illus- 
trations and cross-section draw- 
ings of important machine fea- 
tures. Bulletin is available from 


Farrel-Birmingham Co., Inc., An- 
sonia, Conn. 


~ 


Engineer's Manual 


’ WIRE CLOTH 


Strainer Design 


Wire cloth strainers are described 
in manual entitled, “Engineer's 


Manual of Wire Cloth Strainer 
Design.” The various grades of 
wire cloth are explained, with 
sections covering mesh and wire 
size and the types of materials 
available. It also shows a step- 
by-step procedure of designing 
wire cloth strainers to meet spe- 
cial requirements. Copies are 


available from Michigan Wire 
Cloth Co., 2202 Howard, De- 
troit 16, Mich. 

Gas-powered fork truck, No. 


CY-20, is described in 6-page 
brochure. Major components are 
described and more than a dozen 
operating features of the unit are 
illustrated. Tables and graphs in- 
dicate grade and capacity ratings 
and upright dimensions. A special 
section describes four different 
tire arrangements available. Bro- 
chure is available from Industrial 
Truck Div., Clark Equipment 
Co., Battle Creek, Mich. 


Ko-Kneader type continuous 
mixers are described in 8-page 
manual No. K-57. It includes en- 
gineering specifications, cut-away 
drawings and application illustra- 
tions. It also describes advan- 
tages of various types of Ko- 
Kneaders which can be used to 
mix various chemicals, plastics, 
linoleuin, dyestuffs, explosives, 
and carbon electrodes. Copies 
are available from Chemical Ma- 
chinery Div., Baker Perkins Inc., 
Saginaw, Mich. 
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Louisville P.A.'s Elect Officer Slate 


Louisville, Ky. 


-New officers of the Purchasing Agents Associa- 


tion of Louisville elected last month standing, left to right: Donald 
Hughes, General Electric Co., first vice-president; William Gruber, 
University of Louisville, secretary; Walter Pflumm, Girdler Corp., 
director; Charles Hoertz, Louisville Water Co., second vice-presi- 
dent; and Roland Schaper, American Synthetic Rubber Co., director. 

Seated left to right are Charles Renschler, Julius Kessley Dist. 


Co., 


retiring president; Allen Story, Neill-La Vielle Supply Co., 


assistant secretary; Kellie Robinson, Philip Morris, Inc., president; 


Louis 


Kirchhofer, Commonwealth 


Life Insurance Co., treasurer; 


and Walter Harding, Federal Chemical Co., director. 


EDWIN G. BERGLIND 


Akron P.A. Seats 
Berglind as President 


Akron, Ohio—Edwin G. Berg- 
lind, purchasing agent for Rub- 
bermain, Inc., Wooster, Ohio, 
Was installed as president of the 
Purchasing Agents Association 
of Akron at the chapter’s annual 
Ladies Night dinner June 17 

Berglind succeeds Charles F. 


Pate, Akron Porcelain Co.. who 
became national director. 
Other officers elected for the 


1958-59 season include: William 
P. Bray, Firestone Tire & Rub- 
ber Co., vice president; and S. L. 
Musson, Musson Rubber Co.., 
secretary-treasurer. Musson was 
renamed to that post for his 24th 
term. The association is in_ its 
37th year. 

Newly elected directors are C. 
G. Allen, Akron, Canton & 
Youngstown Railroad Co.; L. E. 
Petersen, Bellows Electric Sign 
Co.; and Lee M. Pettit, Kent 
Machine Co. 


Affleck Attends Rites 
For L.A. P.A.A. Slate 


Los <Angeles—Gordon  B. 
Attleck, president of the National 
Association of Purchasing 
Agents, attended the installation 
of officers of the Purchasing 
Agents Association of Los 
Angeles June 12. 

Frank Henry, Arden Farms, 
is president. Other officers for 
the 1958-59 term include C. S. 
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Perkins, Union Oil, first vice 
president; William Broker, 
Gough Industries, Inc., second 


William = O. 
Paper Co., 
H. Bellue, 

Co., national 


vice —_— president; 

Hokanson, Noland 
secretary; and S. 
Hughes Aircraft 

director. 


Dayton P.A.A. Elects 
Rice to Presidency 


Dayton, Ohio—Harold = O. 
Rice, purchasing agent for Pro- 
duction Controls Units, Inc., was 
elected president of the Purchas- 
ing Agents Association of Day- 
ton. He succeeds Philip B. Hull, 
West Side Lumber Co., who was 
named national director. 

Other officers include first vice 
president, Clarence L. Johnson, 
Globe Industries, Inc.; second 
vice president, Louis J. Keyes, 
Dayton Rubber Co.; secretary, 
Walter S. Everhart, Sterling Rub- 
ber Co.; treasurer, Ralph H. 
Caywood, Horstman Printing Co. 
Harold E. Nemecek, Lau Blower 
Co., was elected association di- 
rector. 


Elmira Elects 
Baker President 


Eimira, N. Y.—Ralph P. 
Baker, Corning Glass Works, is 
the 1958-59 president of the 
Purchasing Agents Association 
of Elmira. Other officers elected 


in June include: Robert Rock, 
ingersoll Rand Co., first vice 
president; E. W. Colpitts, Na- 


tional Homes Corp., second vice 
president; John E. Dublin, Rose, 
Kimball & Baxter, Inc., secretary; 
and James F. Kellogg, Kennedy 
Valve Mfg. Co., treasurer. 
Named directors for two years 
were Victor Pooler, Ingersoll- 
Rand Co. and Floyd Tressler, 
Eclipse Machine Division. Nor- 
man Sweet, Harris, McHenry & 
Baker, was elected a director 
for one year, and Horace E. 
Putnam, Gierston Tool Co. was 
named national director, 


VIRGINIA HUGE 


Cincinnati Women Name 
Virginia Huge, President 


Cincinnati — Miss _ Virginia 
Huge, purchasing agent for Palm 
Beach Co., has been named 


president of the Women’s Divi- 
sion of the Cincinnati Association 
of Purchasing Agents succceeding 
Mrs. Fran Kahn, Loroco Indus- 
tries, Inc. 

Other officers elected the 
annual meeting include: Mrs. 
Dorothy Galloway, Bell Printing 
Co., vice president; Mrs. Alice 
Blasko, William Merrell Co., 
recording secretary; Miss Lena 
Bonini, Willis Music Co., corres- 
ponding secretary; and Miss 
Helen Nordloh, Strietmann Bis- 


at 


cuit Co., treasurer. 


OFFICERS of Toledo P.A.A. air buying programs: 2nd Vice Pres. W. F. 
Fischer, left; Director J. M. Weygandt; Pres. C. A. Keller; Sec. Treas. 
M. H. Schneider; Nat. Director B. W. Lang; Ist Vice Pres. R. S. Rice. 


Toledo P.A.s Agree on Practice 


Of Different Tags 


Toledo, Ohio—Should a buyer 
ever pay different prices for the 
Same item at the same time to 
different suppliers? 


Members of the Toledo 
Purchasing Agents Association 


swapped ideas on the question at 
their June 19 meeting. The pro’s 
and con's voiced added up to 
the answer: More often than not 
it’s okay if the situation warrants 
it. 

The special program preceded 
the regular meeting of the club 
at which Charles A. Keller, 


Bingham-Herbrand Corp. was 
elected president, succeeeding 


Burton W. Lang, A. P. Parts 
Corp., who was named national 
director. Other officers elected 
were: Richard S. Rice, Whirl- 
pool-Seeger Corp., first vice 
president; William F. Fischer, 
River Raisin Paper Co., second 
vice president; Melvin’ H. 
Schneider, Bell & Beckwith, sec- 
retary-treasurer; and Harold E. 
Leatherman, Bostwick-Braun 
Co., and John M. Weygandt, 
Graybar Electric Co., directors. 

The special Swap Shop pro- 
gram was a project of the asso- 
ciation’s Education Committee, 
chairmanned by Fischer. Richard 
Stearns, Mead Containers, 
Ottawa River Division, was mod- 
erator. 

As to the different price-same 


py 


They Il Run Ozarks Association in Coming Year 


Springfield, Mo.—Oczarks Association of Pur- 
chasing Agents officers and directors installed 
June 12 are (left to right) Tom Barnaby, director; 
Heter, 


Steve Ball, treasurer; Don 


Hugh Frick, president; Warren Smallfield, direc- 


president; 


secretary; 


Purchasing Week 


tor; Jack Garbee, national director and outgoing 
Don 
Charles O'Reilly, director; Richard Uhr, direc- 
tor; Elston Morgan, director; and Don Sweeney, 
second vice president. 


Daniel, first vice president; 


for Same Item 


item-different supplier question, 
Richard Rice put it this way: 

“The answer depends a lot on 
whether the item is a simple one 
with relatively fixed production 
costs or whether it is a compli- 
cated product involving the direct 
use of labor.” 

In the first case, Rice said, 
it’s pretty certain different sellers 
will offer the same price. But 
in the second, it would be impos- 
sible to get the same price with- 
out guiding the vendor, and this 
would be wrong, he said, because 
the selling price always should be 
based on cost. 

Other comments: 

Chester Zytkus, Fred Christen 
& Sons: The buyer should pay 
the same prices unless he can 
get the product for less. If so, 
he should check very carefully 
that it actually is the same prod- 
uct. Higher prices shouldn't be 
paid, especially under present 
conditions. 

Jack Morris, 
Corp.: If the merchandise _ 1s 
badly needed and the regular 
supplier can’t supply, then pay- 
ing a higher price is justified. 
Also, loyalty to a long-time sup- 
plier who has served the company 
well in the past can figure in the 
question, even if higher prices 
are involved. 

Lee Spaulding, Freeman Sup- 
ply Co.: For some of our sup- 
plies, raw hides, for instance, 
it's necessary to maintain two 
sources of supply, regardless of 
price. The reason is that were 
not large enough to carry a huge 
stock of hides. 

Burton Lang, A. P. Parts 
Corp.: We have where 
for the same item we have two 
or three suppliers with different 
prices. But we split the business 
among them to assure a source. 
But this would not apply to 
materials such as steel, paper, or 
other basics. | 

Richard Kall, Owens Corning 
Fiberglas Corp.: Suppose you 
need a special product. 


A. P. Parts 


CaSes 


You 
contact three people, and one, 
the smallest, agrees to develop it. 
He is successful in coming up 
with what you want. The other 
two, meanwhile, also develop the 
product, and being bigger, offer 
it at a lower price. Neverthe- 
less, we carry the initial supplier 
for quite some time, giving him 
the opportunity to lower his 
price. Of course, we inform him 
at the beginning that our com- 
pany has a dual-source policy. 
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Industry Looking to the Future; 
Firms Announce Expansion Plans 


New York—American indus- 
try is still looking forward to 
future Countless firms have 


announced programs of construc- 
tion, expansion, or moderniza- 
tion Among those recently 
reported are these: 


East Texas Motor Freight 


Dallas—East Texas Motor 
Freight has announced a $5,100- 
000 expansion program calling 
tor immediate construction of a 
new Dallas terminal, delivery of 
175 diesel tractors and 200 35-ft. 
trailers, and centralization of all 
headquarters offices in Dallas. 

East Texas Motor Freight op- 
erates in an area from Texas to 
the Great Lakes. The new facil- 
ities and equipment will com- 
plete a five-year expansion and 
modernization program which has 
included construction of seven 
new terminals and enlarging of 
eight others. 


American Potash & 
Chemical Co. 


Hamilton, Miss. — American 
Potash & Chemical Co. has 
Started construction on its $5- 
million sodium chlorate manu- 
facturing plant here which will 
be capable of producing 15,000 


tons a year. Sodium chlorate is 
used in making Kraft paper and 
pulp, in weed killers, and cotton 
defoliates. 


Stemco Manufacturing Co. 


Longview, Texas — Stemco 
Mfg. Co. has announced plans to 
build a plant here to make ex- 
haust mufflers for heavy trucks, 
oil seals, and specialized tools for 
the truck and trailer industry. 
The company plans to move its 
headquarters here from St. Louis. 


Arkansas Louisiana 
Chemical 


Magnolia, Ark. — Arkansas 
Louisiana Chemical Corp. will 
build a $3-million liquitied pe- 
troleum gas extraction plant here. 
Estimated daily capacity is 80,- 
000 gal. of ethane, 66,000 gal. of 
propane, and 27,000 gal. of 
butane. 


Bendix Filter Division 


Madison Heights, Mich.— 
Bendix Filter Div. of Bendix Av- 
iation Corp. is expanding its 
plant to provide a 14% increase 
in floor space for manufacturing 
filters for aircraft, missiles, in- 


Classified 


BUSINESS OPPORTUNITIES 


RATES: $10.00 per advertising inch per insertion. 


Send New Advertisements or Inquiries 


SEARCHLIGHT SECTION Advertising 


EQUIPMENT—USED or RESALE 


Subject to Agency Commission. 


to: CLASSIFIED ADVERTISING DIVISION 


“PURCHASING WEEK” P.O. BOX 12, NEW YORK 36, N. Y. 


BUS DUCT 


1000 Ft. Bulldog 250A, 3 Phase Bus Duct, ('4"x!t"” Solid Copper Bus Bar), During The War 
This Size was Rated Successfully at 400 Amps ' $4.00 Ft. 
600 Ft. Bulldog 400A, 3 Phase Bus Duct (Copper) 6.00 Ft. 
800 FT. Bulldog 600A, 3 Phase Bus Duct (Copper) 8.00 Ft. 
00 Ft. Bulldog 800A, 3 Phase Bus Duct (Copper) . 14.00 Ft. 
500 Ft. Bulldog 800A, 3 Phase Bus Duct (Aluminum) 9.50 Ft. 
250 Ft. Bulldog LO-X Feeder Duct, 1350 Amp., 3 Phase 16.00 Ft. 
210 Ft. Bulldog LO-X Feeder Duct, 2000 Amp., 3 Phase 24.00 Ft. 
600 Ft. Westinghouse 400A, 3 Phase Bus Duct (Copper) 5.50 Ft. 
3. Ft. Trumbull 250A, 3 Phase Bus Duct (Copper) 4.00 Ft. 
3000 Ft. Bulldog 100 Amp. TRD-310-44 Trolley Duct $2.95 Ft 
1000 Ft. Feedrail 100 Amp. FR 100 Trolley Duct $2.95 Ft. 
1000 Ft. Feedrail 60 Amp. FRS-100 Trolley Duct $1.40 Ft 

All sizes of Bus Duct Switches at Great Savings 

Materials, Reconditioned & Fully Guaranteed to be Good as New! 
Wholesale Distributors Since 1933 

18225 Schaefer, Detroit 35, Mich DI 1-2880 


FOR SALE 
GOOD AS NEW 


ELECTRIC 
MOTORS & 
GENERATORS 


New & Certified Rebuilt. 
Send for big new stock list. 


ARTHUR WAGNER CO. 


1428 W. Randolph Chicago 7, Ill. 


WANTED 


ELECTRIC MOTORS 1 HP to 500 HP 


GEAR REDUCERS BUSS DUCT. 
TRANSFORMERS GENERATORS 
RAINBOW ELECTRIC 


2610 Green Bay Rd. Evanston, Illinois 


GET CASH NOW 


for your surplus 
Electronic Tubes and Components 
Highest Prices Paid 
for 
Contract Terminations—Surplus Inventories 
Send your list today 


LEO A. KLEIN 


74 Cortlandt St., NYC BEekman 3-5690 


FOR SALE 


321 Stainless Steel 
Tubing & Bar 


Large Range of Sizes 
From Our Surplus Inventory 
10-20% 
Write for Stock List 

and Prices 
Elano Corporation 


2455 Dayton-Xenia Road 
Xenia, Ohio 


Save 


e BUY @ SELL 


SURPLUS DYESTUFFS 


Send us your list 
Milroy Color & Chemical Co 
101 Maiden Lane, N. Y. 38, N. Y 

W Hitehall 4-2280 


SURPLUS 
INVENTORIES ... 


One quick and economical way to sell 
your surplus inventories is to advertise 
them in the ONLY NATIONAL WEEKLY 
PURCHASING NEWSPAPER PUR- 
CHASING WEEK. 


PURCHASING WEEK reaches the 25,- 
000 key purchasing executives . . . the 
men that have the authority to say 


a“ 


“yes”. 


For quick economical results . . . ad- 
vertise your surplus inventories in PUR- 
CHASING WEEK .. . at the low, low, 
rate of $10.00 per advertising inch. 


For contract rates or information, contact 
your advertising agency or write: 


PURCHASING WEEK 
CLASSIFIED ADVERTISING DIVISION 
Post Office Box 12 New York 36, N. Y. 
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dustrial and 
equipment. 
The majority of the expanded 
plant space, the company says, 
will be devoted to the manufac- 
ture of its Poroloy and Poromesh 
filters of the sintered wound-wire 


ground = support 


types, and sintered and rolled 
woven wire cloth types, which 
have been manufactured at the 


Divisions’ West Coast Branch at 
Van Nuys, Calif. 


Goodrich-Gulf Chemicals 


Cleveland—A_ million dollar 

expansion of production facilities 
is underway at Goodrich-Gulf 
Chemicals, Inc., man-made rub- 
ber plant in Institute, West Vir- 
ginia. 
The expansion will increase 
the plant’s production of crumb 
rubber, a product that has won 
acceptance among manufacturers 
of cements, mastics, and adhe- 
sives. An extruder dryer for pro- 
duction of high quality extrusion- 
dried electrical grade rubbers and 
other special polymers also will 
be installed. 


SKF Industries 


Philadelphia—SKF Industries’ 
Tyson Bearing Company division 
plant at Massillon, Ohio, is the 
target for more than $1 million 
expansion and improvement pro- 
gram. 

New construction will add 
18,000 sq. ft. to the plant’s pro- 
duction area and 2,000 sq. ft. of 
office space, and new equipment 
will be installed. Completion is 
expected in four or five months. 
Tyson makes tapered roller bear- 
ings for jet aircraft, military 
equipment, food processing ma- 
chinery, automotive, farming, and 
transportation equipment. 


American Metal Bearing Co. 


Los Angeles—In a move to 
expand its production, warehous- 
ing and office area, American 
Metal Bearing Co. of California 
is erecting a 15,000 sq. ft. build- 
ing adjacent to its present plant. 

The extension is being out- 
fitted with new machinery for the 
manufacture and reconditioning 
of industrial and marine bearings. 
Completion is expected by No- 
vember. 


Air Reduction Co. 


Calvert City, Ky.— Air Reduc- 
tion Co., Inc. will build a $12 
million chemical plant and exten- 
sive pilot facility here to produce 
20 million Ib. of polyvinyl alco- 
hol resin a year. Completion is 
expected in 1960. 

In addition, the company plans 
another pilot plant facility at 
Bound Brook, N. J. to support 
the production and sale of poly- 
vinyl alcohol. 


Dayton Rubber Co. 


High Point, N. C.—Dayton 
Rubber Co. plans to build or 
lease facilities to manufacture 
foam rubber here and extend 
service to the rapidly growing 
furniture market and other indus- 
tries in this area. 


Carolina Tank Corp. 


Starr, S. C.—Construction of 
a metal processing plant here will 
start immediately. Carolina Tank 
Corp., a subsidiary of Snyder 
Tank Corp., Buffalo, N. Y., is 
building the plant. 
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RESEARCH LAB adds facilities to learn more about metal corrosion. 
Carpenter Steel’s study will aid hunt for materials in atomic field. 


Reading, Pa.—Carpenter Steel 
Co.'s new corrosion research 
laboratory contains facilities to 
determine accurately the corro- 
sion rate of any metal. 

Purpose of the lab is twofold: 

1. To develop specific intor- 
mation on the performance and 
characteristics of metals so that 
users can make the right selec- 
tion of materials 

2. To perform studies leading 
to the improvement of existing 
and development of new corro- 
sion resistant alloys. 

Some of the special units 
housed in the lab include a gor- 
rosometer which can measure 
corrosion rates in 24 to 48 hr., 
and a multi-sample testing device 
which can run three to four times 
as many quality control samples 
simultaneously than was_ previ- 
ously possible. 

New electro-chemical testing 
equipment now makes possible 
more extensive research into the 
problems of pitting, intergranular 
corrosion, and preferential attack 
on metals. 

Studies conducted in the new 
lab are expected to contribute to 


Carpenter Steel Adds Facilities 
To Corrosion Study Laboratory 


development of metals for critical 
applications in the atomic energy, 
guided missile, and aircraft fields 
as well as reveal new facts about 
corrosion of metals in the chem- 
ical, petroleum, pulp and paper, 
power, metalworking, and food 
fields. 


Chase Brass Will Ship 
During Vacation Holiday 


Waterbury, Conn. Chase 
Brass & Copper Co.’s_ branch 
warehouses and sales offices will 
continue to ship from warehouse 
stocks during the annual vacation 
shutdown of its manufacturing di- 
visions. 

The Chase mills here, includ- 
ing the Forgings Division, will be 
closed from July 7 to July 21, 
and the Cleveland, Ohio, mills 


from July 21 to Aug. 4. The 
Kennecott Wire & Cable Co. 
plant, a Chase affiliate. closes 


June 30 and will reopen July 14. 

The company said shipments 
also can be made from mill stocks 
at Waterbury and Cleveland dur- 
ing these periods. 
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(Continued from page 1) 

Steel men last week fully expected any further industry hesita- 
tion on prices to prolong the price hedging that shot production 
rates up to year-high levels last month. Meanwhile, conviction 
was growing that a decision on prices will be made during the third 


quarter—with the possibility 


that 


producers may start the 


tise Off with selective increases rather than a general all-around 


boost. 
e 


When a steel price hike does come, what will be its effect on 
industrial purchasing agent in terms of the cost of machinery 
and other heavy equipment, parts, and the numerous steel com- 
ponents which they buy? Will the cost of those steel-made items 


go up too? 


The answer is not clear. 


Some industrial manufacturers have 


indicated they would be extremely hesitant about passing along 
any such costs in terms of higher prices. Others have stated 
flatly their prices also would go up proportionately and at once. 


The decision probably will be based on the rate of sales in 
the industry affected. Where the current soft trend of prices is 
sll going strong and hard selling a command _ performance, 
chances are there would be a delay in the filter-through. Some 
firms would absorb their higher costs with lower profits but the 
ultimate pass-on would be inevitable. 


Congressional backers who pushed through repeal of the 
federal 3°¢ freight tax are hoping elimination of the excise will 
stoke the fires of the entire national economy, in addition to giving 
the railroads a boost. President Eisenhower signed the bill repeal- 


ing the tax last week. 


The rails, shippers, business groups and others said elimination 
of the freight tax was long overdue. But how long the saving 
on traffic costs will benefit purchasing departments is subject to 


conjecture. 


The rails have indicated they will pass their savings on to cus- 


tomers. 


But there’s an additional 


railroad wage boost due in 


November, and the tax savings could vanish in possible rate 
requests to counteract the higher labor costs. 


New Titanium Alloys Hit Market; 
Crucible Steel Issues Report 


(Continued from page 1) 
made by aircraft fabricators and 
designers for higher strengths and 
better workability. Hence the de- 
velopment of crucible’s formage- 
able alloys. 

All three alloys are aimed at 
military aircraft and missile ap- 
plications. They fit the bill for 
high strength-weight ratio mate- 
rials usable at = relatively high 
temperatures. 

Civilian applications are based 
primarily on titanium’s outstand- 
ing corrosion resistance. The 
formageable alloys have _ this 
quality also. But Crucible offi- 
clals are quick to point out that 
while civilian development is 
coming, it will take time. Like 
any new material, titanium must 
undergo a lengthy experimental 
Stage. In five years, or so, pur- 
chasing executives can expect to 
meet titanium alloys in a num- 
ber of applications for the chem- 
ical, food, marine, and pulp and 
paper industries. 

Taking them one by one this is 
what they have to offer the pur- 
chasing agent: 

B120VCA—Crucible says it 
is the most versatile titanium al- 
loy yet. In its “soft” formable 
condition, it has a minimum yield 
strength of 120,000 psi. Heat 
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treated, its yield strength goes up 
to 170,000 to 200,000 psi. or 
more. 

It can be welded and_ then 
formed, cold headed, and it has 
deep hardenability. The latter 
feature Opens application for the 
material in honeycomb foil as 
well as thick sections. 

Currently BI20VCA is being 
tested for suitability as aircraft 
skin, stiffeners, and other struc- 
tural shapes needing high strength 
at high temperature. Its ability to 
be cold headed suggests its use as 
rivets and other fasteners. 

Some mill products—sheet and 
wire—are available. Strip, bar, 
billet, and other mill products 
have been made in limited quan- 
tities. 

C1lOSVA—This alloy meets 
two basic needs of sheet materials 
for aircraft parts: (1.) Ease of 
formability, and (2.) high strength 
up to 8OOF. The first is obtained 
with the material in the solution- 
quenched condition. Subsequent 
aging of the formed parts pro- 
vides the second requirement. 

CIISAMoV — Formability 
and heat-treated strengths of 
170,000) to 190,000 psi. ulti- 
mate point to aircraft sheet appli- 
cations. Of the three alloys. this 
one has the poorest formability. 


Senate to Vote 
Aids for Mining 


(Continued from page 1) 

Ihe new legislation would: 

e Authorize a one-year gov- 
ernment stockpile purchase pro- 
gram for domestic copper, 
totaling 150,000 tons of electro- 
lytic grade metal at 27'2¢ a Ib. 

eSet up a five year price sup- 
port subsidy payment plan for 
lead and zinc, aimed at stabiliz- 
ing U. S. prices at 15¥%2¢ for 
lead, 134%2¢ for zinc. 

e Provide a similar plan for 
acid-grade fluorspar and tung- 
sten, at $53 a ton and $36 a 
short ton unit, respectively. 

e Grant in separate legislation 
new production bonuses for 
beryl, chromite, and columbium- 
tantalum. 

The subsidy plan would pro- 
vide additional payments of 17¢ 
a lb. for lead and 142¢ for zinc, 
on the first SOO tons of each metal 
produced each quarter, and an 
extra $18 a ton for fluorspar 
producers whose annual output 
does not exceed 2,500 tons. 

Annual limits placed on the 
subsidies would be 350,000 tons 
for lead, 550,000 tons for zinc, 
180,000 tons for fluorspar, and 
375,000 units for tungsten. Pay- 
ments also would conform to 
quarterly limits on each producer. 

The separate legislation deal- 
ing with production bonuses 
would grant $70 a ton for 750,- 
OOO tons of beryl, $35 a long dry 
ton for 50,000 tons of chromite, 
and $2.35 a Ib. for 50,000 Ibs. of 
columbium-tantalum. 

The proposals do not provide 
for stockpiling lead and zinc, or 
subsidizing aluminum, antimony, 
cobalt, and mercury. Amend- 
ments offered in committee to 
expand the program to include 
these moves were defeated by 
close to a 2-1 vote margin. Anti- 
mony, cobalt, and mercury may 
be included in the separate pro- 
duction bonus bill. 


Price Changes 


Nickel compounds — Nickel 
sulfate, carbonate, and chloride 
were cut in price by major pro- 
ducers last week. The reductions 
range from 2!'2¢ to 426 a Ib. 


Petroleum products — Esso 
Standard Oil Co. has raised its 
barge price for kerosene and No. 
2 fuel in New York harbor. Both 
products were increased by '4¢ 
a gal. The change reflected basic 
strength in the distillate market 
and restored the normal posted 
barge price to 9.1l¢ and 9.6¢ a 
gal. for No. 2 oil and kerosene 
respectively. 


Capacitors— The General Elec- 
tric Co. has announced a price 
reduction of approximately 8% 
on cylindrical foil tantalytic ca- 
pacitors. The reduction covers 
prices of all ratings in the cylin- 
drical foil lines, including 8&Se 
and 125¢c. The cuts are report- 
edly due to increasing manufac- 
turing efficiency. 


Ethylhexanol — The Union 
Carbide Chemicals Co. has cut 
the tags on ethylhexanol by '2¢ 
per Ib. The nev delivered prices 
are: tank cars—21'4¢ a Ib., car- 
lots—23%4¢ a Ib., less carlots— 
2434 ¢ a Ib. 


Purchasing Week 


‘Lets Be Ready for Better Business, 


Industrial Buyers Indicate in Survey 


Purchasing Week Study Finds More P.A.’s Taking 
Optimistic View of Economy; Buying Increasing 


(Continued from page 1) 

Thirty-eight per cent of more 
than 200 P.A.’s participating in 
the survey described their inven- 
tory status as “hand-to-mouth.” 
But 3343% said they currently 
are increasing supplies of prin- 
cipal items. A shade over 28% 
replied they still are “decreasing” 
inventories. 


Replies Follow Trend 


The replies appeared to follow 
a trend indicated two months ago 
When a PURCHASING WEEK sur- 
vey of buying plans (P.W., May 
12, p. 1) forecast a definite up- 
turn in industrial activity within 
60-to-90 days. The generally op- 
timistic tone voiced by purchas- 
ing executives then appeared to 
be repeated in a similar key this 
time. 

If you are now increasing in- 
ventory after either a static or 
reduction period, how do you 
regard this trend, purchasing 
agents were asked. 

The spurt was merely seasonal 
to 28%, but more than 60% 
said their increased buying activ- 
ity was the result of general sales 
upturns not affected by seasonal 
acceleration. A_ fraction over 
10% said they were building up 
inventories for a variety of rea- 
sons, such as to take advantage 
of favorable prices, price hedg- 
ing, to accommodate _ specific 
jobs, to obtain longer lead times, 
and others. 


Reduction Termed Not Dead 

Inventory reduction is far from 
dead, however, according to the 
survey. 

Nearly 42° of the P.A.’s still 
cutting inventories said they ex- 
pected to follow that policy “in- 
definitely.” 

Looking 90 days ahead, 22% 
said they expected to continue 
inventory reduction for as long 
as three months. Twenty per 
cent put a 60-day limit on further 
reductions. Approximately 7° 
said 30 days. 

The remainder, between 8 and 
9“, look for inventory cutting 
to continue for varying periods 
—from six months to a year or 
“until a business upturn.” 

Purchasing agents who indi- 
cated they were stepping up the 
pace of their buying listed a wide 
range of goods for which they 
said they were in the market. 
Steel topped the list along with 
other metals. Chemicals were 
next in line, followed by repeated 
mentions of machinery, machine 
tools, rubber, electrical equip- 
ment, electronic devices, plastics, 
forgings and castings, containers, 
fabrics, oils, and a host of other 
items. 

More than 75° of the P.A.’s 
replying from machinery manu- 
facturing firms indicated they 
were holding steady or increasing 
inventories. Of those in the proc- 


c 


ess of increasing stocks, two- 
thirds credited a general non- 
seasonal business revival. Sales 


and current customer orders were 
listed as the principal immediate 
factors on which current inven- 
tory policy is based. 

General business improvement 
factors also marked the replies 
from purchasing agents at firms 
dealing in primary metals prod- 


ucts. One third said they were 
increasing inventories, 40% listed 
a hand-to-mouth policy, and 
26% said they were still on the 
down-grade. A number of P.A.’s 
in this category said they went 
into the market for steel in recent 
weeks to beat the anticipated 
price increase. 

In fact, price hedging was 
listed frequently by P.A.’s in 
most industry groups in explana- 
tions of what prompted current 
buying other than general busi- 
ness improvement. 

One of the most optimistic 
groups of P.A.’s were those of 
transportation equipment firms. 

Nearly 44% listed increasing 
inventories in this group. Those 
holding steady and hand-to- 
mouth stock supplies totaled 
31% and only 25% said they 
still were decreasing. 

“The business outlook is up,” 
a Midwest trailer manufacturing 
company said. 

“Our object is to carry a more 
balanced stock condition which 
should provide better service to 
our customers which in turn in- 
creases sales,” another Midwest 
automotive parts supplier com- 
mented. 

A Cleveland firm said, “sales 
forecast is favorable—business 
has been fair and has improved 
to the point of adding a second 
shift. Future orders and back- 
log run through September.” 


Inventory Based on Growth 


“Our inventory is based on 
long-term growth—constantly ex- 
panding market for our prod- 
ucts,” a New England firm said. 

Rubber products firms’ P.A.’s 
also leaned heavily toward in- 
creasing inventories at this point. 

“We are keyed to our sales 
forecast,” a Massachusetts rubber 
firm P.A. declared. 

Buyers for electronics equip- 
ment firms indicated they were 
going in heavily for corrugated 
boxes and packing supplies. But 
one P.A. who is still in the in- 
ventory decreasing stage said he 
blamed the “Reciprocal Trade 
Act and stupid union leadership.” 

An Ohio paint firm P.A. said 
he was increasing his inventory 
on some items but was still op- 
erating on a relatively hand-to- 
mouth basis. He based his in- 
ventory improvement moves, 
however, on expectation of fairly 
stable prices with some expected 
decreases. 

Most chemical firm P.A.’s said 
they were increasing inventories. 


U.S. Dedicates Segment 
Of St. Lawrence Seaway 


(Continued from page 1) 
better than 85° completed tor 
14-ft. navigation and will be fully 
completed for 27-ft. navigation 
sometime in April 1959. 

The last cofferdam was dyna- 
mited July 1 flooding 38,000 
acres to create the new lake and 
fill the locks. The U. S. Coast 
Guard Cutter, Maple. stationed 
at Ogdensburg, N. Y.. made the 
first trip through the $130 mil- 
lion U. S. seaway facilities on 
July 4. 
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States Rebel at Auto Prices, Object 
To Auto Makers Denying Discounts 


Sore Point Is That Federal Agencies and Private 
Fleet Owners Still Get Break on Buying Cars 


(Continued from page |) 
legislative restriction prevents 
Colorado from paying more 
than $2,000 for an automobile 
except for one for the governot 
and two for the state patrol. 

He said for several years the 
state has been able to buy new 
Ford and Chevrolets with fac- 
tory discounts that kept the price 
below that figure. Since the “big 
three” decision, however, Wil- 
kinson said the lowest bid he 
has received was $2,150.49 fo 
an 8-cylinder Ford with a 300- 
hp engine. He said four weeks 
ago he purchased cars with iden- 


tical specifications for $1,790 
each. 
Pointed Comments 

Comments from other state 


purchasing agents were pointed. 

“I don't see why state govern- 
ments, along with county and 
municipal agencies, have to bear 
the financial brunt of such a 
policy, while federal agencies 
and private corporations are ex- 
cluded,” declared James G. 
Rennie, director of the Maryland 
State Department of Budget and 
Procurement. 

Rennie disclosed that Mary- 
land must purchase a_ sizable 
fleet of autos this Fall, and under 
the new factory mandate “it will 
cost us about $300 more a car 
than we paid last year. 

“Right now we're trying to de- 
cide whether or not to delay these 
purchases, mainly because we 
havent got that much money 
available in the budget. On the 
other hand, most of these cars 
are needed by our state police.” 

Another state purchaser “taken 
back” by the Detroit announce- 
ment was Charles H. Kriger, New 
York State Commissioner — of 
Standards and Purchases. Only 
last year he had joined a growing 
trend toward buying new cars 
each year and selling the one- 
year-old autos on the used car 
market. This has been referred 
to as the “bargain car” program 
iF. ., Feb. 3, p. 1). 

“If the factories intend to en- 
force their policy, we'll naturally 
have to do away with this pro- 
gram,” Kriger said. “But we 
haven't made any decision as 
yet.” 


Might See a Change 


Several state P.A.’s noted that 
for some time now, American 
Motors has been trying to vet 
more business from governmen- 
tal agencies. It was hinted that 
the decision by G.M., Chrysler, 
and Ford might “do the trick.” 

\ number of county and mu- 
nicipal agencies, particularly on 
the West Coast. have been buy- 
ing Ramblers for several years, 
mainly for economy reasons. 

William Ramsey. director of 
fleet sales tor American Motors. 
declared: “I felt we stand a chance 
now to get more of the business.” 

Several state P.Aw’s said they 
intend to press the issue by ask- 
ing the Council of Governors in 
Washington for aid. Others will 
play the game of “wait and see.” 

Lon Cheyney, — purchasing 
agent of the California State De- 
partment of Finance, said the 
State recently procured all th 
autos 


ves . - -~s . 
needed {ik the next six 
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months of operation. 

In the meantime, Cheyney Is 
hoping for the best. Whatever 
happens, he said the states will 
“have to accept what the motor 
car dealers decide.” 


Single Trucker Pact 
Fails on West Coast 


Seattlke—Hopes for a_ single 
truckers labor pact for 11 west- 
ern States collapsed when Team- 
sters union headquarters rejected 
contracts negotiated by trucking 
associations and local union rep- 
resentatives. 

Company representatives gath- 
ered here were informed by 
feamsters President James R. 
Hoffa that the 1 l-state contracts 
were unacceptable. He presented 
new demands, including an esca- 
lator clause based on the cost-ol- 
living index. 

Most of the employer repre- 
sentatives turned down the new 
teamster demands and walked 
out, declaring the union reneged 
on agreements negotiated by its 
bargaining committee. Only Cali- 
fornia representatives went home 
to submit the demands to the 
labor policy committees. 

The rejected master 
ment, negotiated by representa- 
tives of seven employer associa- 
tions and teamsters from nine 
joint councils, was intended to 
bring all for-hire carriers in the 
West under the same contract for 
the first time. 


agree- 


F.C.C. to Let Business 
Use Mobile Transmitters 


New York—The Federal 
Communications Commission 1s 
expected tO approve the use of 
mobile radio transmitters and 
receivers for “legitimate  busi- 
ness, according to “Electron- 
ics, a McGraw-Hill publication. 

Manufacturers ot mobile 
equipment, confident they will be 
allotted transmitting space on the 
mobile radio band, are already 
discussing sales. Average price. 
the magazine says, is about 
$1,200 for a transmitter and one 
mobile unit receiver plus anten- 
nas and accessories; about $525 
for each additional mobile unit. 


Los Angeles Buying 
Gasoline at Lower Prices 


Los Angeles—Contract prices 
to supply gasoline to the city gov- 
ernment for six months starting 
July tare substantially lowe 
than for first six months 1988. 

Department of General Serv- 
ices awarded on lowest bid basis 
a contract to Continental Oil Co, 
to supply police and tire vehicle 
gasoline at 18.92¢ a gal., exclu- 
sive of taxes. Previous six months 
price was 21.95¢ 

Bay Petroleum Corp. won the 
contract to supply city highway 
shops with gasoline at 11.65¢ a 
gal., delivered in transport quan- 
tities. The city paid 11.906 dur- 
ing the previous six months 

City gasoline purchases in next 
SIX months are expected to total 
H60.000 val. 


Status of Federal Legislation 
Of Interest to Purchasing Agents 


(Prepared by the Washington Bureau of Purchasing Week) 


LEGISLATION 


TRADE Reciprocal 
Trade Bill authorizing 
President negotiate mu- 
tual tariff reductions with 
foreign countries. 


TARIFFS —Anti-dumping 
measures making it more 
difficult for foreign na- 
tions to sell goods in 
U.S. at “less than fair 
value.”’ 


MINERALS —A_ stockpile 
program for copper and 
price supports for lead, 
zinc, fluorspar, andtung- 
sten. 


TAXES -One-year ex- 
tension of 52% corpo- 
ration taxes and excises 
with exception of freight 
taxes. 


TRANSPORTATION TAX 

Elimination of 3% 
Korean tax on freight 
shipments by rail, truck, 
barge, and air; 4% tax 
on hauling coal, and 
4 2% excise on oil and 
ol! products shipments by 
gasoline. 


RAILROAD AID Allows 
R.R.’s to cut rates where 
in competition with other 
carriers and provides 
federal loans for capital 
construction. 


DUAL OCEAN FREIGHT 
RATES —A bill to over- 
iurn Supreme Court's de- 
cision prohibiting ship- 
ping conferences from 
charging different rates 
to competing customers. 


PARCEL POST —-Increas- 
ing size Of parcel post 
shipments from first class 
post offices. 


ANTI-RECESSION 
Emergency housing pro- 
viding $1 billion for fed- 
eral purchase of mort- 
gages and $350 million 
direct loans to vets. 


PUBLIC HOUSING 


HIGHWAYS —$3'% billion 


over next three years. 


PUBLIC WORKS Local 
projects to be built with 
federal loans. 


LABOR Full disclosure 
of health and welfare 
funds. 


LABOR -Kennedy re- 
form bill for disclosure of 
health & welfare fund 
financing and union offi- 
cers finances. 


ANTI-TRUST Fair Trade 
bill to set up National 
Fair Trade Law. 


ANTI-TRUST —“Good 
faith’’ price bill to put 
further limitations on 
price discrimination. 


SENATE HOUSE 


Tending toward 3-yr. 
extension instead of 5- | after giving Congress 
yr. renewal requested | power to override Presi- 
by Administration, | dential decisions on Tar- 


5 Yr extension approved 


iff Commission findings 
Passed Passed 
Good chance of ap- | Tougher fight in store 
proval when reaches floor. 

| 

Passed. | Passed. 
Passed, Passed. 
Passed Passed. 


On the docket. | To be voted on shortly. 


Hearings completed last Still to be acted upon. 


week by Post Office 
Subcommittee. 
Passed. | Passed. 


Authorized construction Trouble here. 


of 35,000 additional units 


this year. 
Passed. Passed. 
Passed $1 billion meas- Banking approved $2 


ure, billion, but unlikely to 
get through rules com- 
mittee. 

Passed 88-0. Only possibility that it 

will ever emerge from 

Labor Committee. 

Passed 88-1 Probably willbe snagged 

in labor committee. 


Bill introduced by Sen. 
Humphrey. 


Bill introduced to give 
FTC power to enforce 
national fair trade. 
Judiciary committee ap- No action yet or likely. 
proved for food, drugs, 

and cosmetics. 


OUTLOOK 


Some form of bill a sure 
thing. 


Differences still have to 
be ironed out in confer- 
ence but expected to be- 
come law. 


Something likely in this 
field to placate protec- 
tionists. 


Signed by President. 


Signed by President. 


Minor differences to be 
settled in conference. 
Bill a sure bet. 


2 Yr law to allow for 


further study a dead 
certainty. 
Doubtful with present 


climate one of helping 
railroads. 


Signed by President. 


Longshot. 


Signed by President. 


A $1 
most likely. 


billion measure 


Doubtful. 


Highly unlikely. 


Little chance, 


| Going nowhere. 
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HERE'S 
HOW... 


Minneapolis-Honeywell 


HONEYWELL 


automated its 


order-invoice system 


With six plants in one city, this Company was quick 
to recognize the need and advantages of Automated 
Data Processing to handle the mass of paper and 
clerical work required to facilitate manufacturing opera- 
tions. An ADP system now prepares electronically and 
mechanically, through the use of common-language 
media, order filling, shipping, and invoicing records; 
as well as inventory control, cost of sales, and year- 
to-date analysis records. 


The single writing of the Original Order initiates the 
procedure, simultaneously preparing not only the Order 
Form, but a comprehensive tape. The tape is used for 
automatic transmission of the Order to the Shipping 


MOORE BUSINESS FORMS 


NIAGARA FALLS, N.Y. DENTON, TEX. 


EMERYVILLE, CALIF. 
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Department, and later for preparation of the Invoice 
and a selective by-product tape to be converted to 
punched cards. 


The Shipping Department receives the Shipping Order 
over a printer-reperforator which also automatically 
punches a selective by-product tape for conversion to 
punched cards. 


The Moore man, using Moore facilities, helped the 
Company’s systems men in scientific design and con- 
struction of the following Moore Marginal Punched 
Continuous forms keyed for use in this highly auto- 
mated system: a l-part Order Copy; a 1l-part Alpha 
File Copy; a 6-part Shipping Order: and a 9-part Invoice. 


If you would like to read the details in 
this booklet, write on your Company 


letterhead to the Moore office nearest you. 


Inc 


Since 1882 the world’s largest manufacturer of business forms and systems. Over 300 


offices and factories across U.S., Canada, Mexico, Caribbean and Central America. 
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You can tell 


the SH UGiF man 
by the length of his product line! 


He brings you the most complete line of ball and 
roller bearings available — many thousands of 
sizes altogether! He brings his own broad ex- 
perience with bearings, too. And he can easily 
call in versatile application engineers and bear- 


Spherical, Cylindrical, Ball, and “Tyson Tapered Roller Bearings 


Purchasing Week 


ing designers anytime you need them. 
¢ q 

This combination of the most complete line 
and immediate service can make buying bearings 
a very efficient, economical matter. So why not 
ask the S&P man for more details today? 7845 
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EVERY TYPE~-EVERY USE 


oF. 


SKF INDUSTRIES. INC., PHILADELPHIA 32, PA. 
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